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How Successrut Managers 
are Meeting the Emergency 


In spite of reduction in Agency forces and difficulty in recruit- 
ing, many Agencies are reporting to us that they are still able 
to maintain production at satisfactory levels by emphasizing 





the following procedures: 


Naturally, limitations of space preclude a 
complete listing of presentday successful sell- 
ing methods. However, all of the above— 
and hundreds of other practical ideas appli- 
cable to the emergency—will be found in The 
Diamond Life Bulletins Salesmanship Ser- 
vice, now in the 23rd year of its existence. 
Now, more than ever, this Service is an in- 
dispensable adjunct to your Agency equip- 
ment. 


Careful and more intensive coach- 
ing of Agents by office discussion of 
individual cases. 


More joint work. 


. Streamlining prospecting activities 


and increasing the number of prom- 
ising prospects. 


Softening up these prospects by ad- 
vance mailings; and the use of the 
telephone to make appointments. 


Increasing the number of inter- 
views at the home with both the pros- 
pect and his wife. 


Simplifying the programing pro- 
cedure, thus spending less time on 
individual cases. 


Organized daily work schedule with 
reports. 


More reading and studying than 
ever before, with quizzes or meet- 
ings as a follow-up. 
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Now in Booklet Form 


Carroll C. Day's Famous 


‘LITTLE RED WAGONS and LITTLE RED BOOTS | | 


Ti is one of the most famous addresses ever given on Life 
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Insurance. It was first delivered in Milwaukee at the National 
Convention in 1934, and has steadily gained in recognition as 
a really great interpretation of 4 Philosophy of Living. ae 


A small private printing of the address was made by Mr. Day 
and distributed among Life Insurance friends. Letters from those 
friends were so enthusiastic (see below) that Mr. Day was per- 
suaded to make the booklet generally available for the good of Life 
Insurance and all Life Underwriters — particularly at this time. 


What They Say 


“Thank you very much for the copy of your booklet. It is so good —so 
inspirational — that I have read it several times. I loaned it to a friend of mine 
to read and you will be very much interested to know that he in turn loaned it 
to several of his friends. -All of them were so enthusiastic that I want to get 
additional copies which I can use in my personal solicitation.” John H. Jamison, 
Northwestern Mutual, Boston. 





LUTTLERED WAGONS J 
LITTLE RED BOOTS | 





“In this organization, we use Carroll Day’s booklet in recruiting and find it 
to be a most valuable document, as it stimulates the thought processes of the 
men whom we are interested in securing for this business.” Clarence W. Wyatt, 
John Hancock Mutual, Boston. 





“What a wonderful thing it would be for the institution of Life Insurance if 
every representative could get the viewpoint expressed in Carroll Day’s address, 


and the spirit behind it.” W. T. Shepard, Lincoln National Life, Los Angeles. 


“TI sincerely believe that your booklet was an important factor in my leading 
the Washington Agency in premiums for the year. I am deeply grateful to you 
for allowing me the privilege of using what I think is the finest piece of common 
sense literature that has ever been written on Life Insurance.” Charles B. 
Sinclair, Equitable Life Assurance Society, Washington, D. C. 
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“How can I secure extra copies of the booklet containing the address deliv- 


ered by C. C. Day at the annual convention of the National Association of Life 
; Underwriters? To my mind it is a Life Insurance bible.” Hugo R. Schmitt, 
48 pages, size 4” x7¥4”, to mail in a No. 10 envelope, with a Penn Mutual, Springfield, Mass. - 


letterhead for 3c, third class postage. 








Elbert Hubbard once wrote “A Message to Garcia” — a mag- @ PRICES © 

nificently motivating story of which hundreds of thousands of , ane 

copies were distributed. This is another such message that 8 copies (minimum order).................... $1.00 
comes once in a decade. 25 to 49 copies, each .11 50 or more copies, each .10 


Tue Diamonp Lire BULLETINS 
420 East Fourth Street 
Cincinnati, Ohio 


HOW TO USE IT 


1. Asa mailing piece to prospects and policyholders. 











sas Send me copies of Carroll C. Day’s booklet 
2. In recruiting. “LitrLE Rep Wacons anv Litre Rep Boots” @ 
3. For old or new man, it builds and strengthens each, 
morale. [] Charge my account [J Check enclosed 
4. We know of no better booklet for every Life Name Title 
Underwriter to read every week. Comms 


5. We know of no better booklet to interpret the 


ae ‘ Street Address 
overwhelming importance of “income’”’. 
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Prudential Sets 
Up Service 
Commission Plan 


Pays 1% After Tenth Year 
to Full Time Ordinary 
Producers 


Prudential has now put into effect a 
system of perpetual service commissions 
for full time special agents in the ordi- 
nary department and an arrangement 
for assigning orphan business to mem- 
bers of the full time staff on which 
service commissions are to be paid. 

A service commission of 1 per cent 
will be paid on business of the full time 
agent that has been in force more than 
10 years. This is coupled with no reduc- 
tion in the regular commission scale. 
The system of 50 per cent graded first 
year commissions and full renewals for 
nine years is retained. 

On orphan business that is assigned 
and which is more than 10 years old 
the agent who is made responsible for 
looking after that insurance is paid a 1 
per cent service commission and on 
business that is still in the regular re- 
rewal period and upon which there is 
no agent of record to whom renewal 
commissions are being paid a service 
commission of 2% per cent is paid to 
the agent to which it is assigned up to 
and including the 10th year and 1 per 
cent thereafter. 

The assignment of business is to be 
handled in each individual agency as the 
manager sees fit. 


To Vote by Mail on 
Two N.A.L.U. Trustees 


The National Association of Life Un- 
derwriters trustees, it is understood, will 
vote by mail rather than waiting until 
the midyear meeting to elect successors 
to H. L. Rogers, Equitable Society man- 
ager at Indianapolis who died Dec. 17, 
and W. Rankin Furey, former general 
agent of Berkshire Life at Pittsburgh 
who has become director of agencies. It 
is expected that details of election proce- 
dure will be announced shortly. 

rrustee C. D. Connell of New York 
has put forward the name of Judd C. 
Benson, Cincinnati manager of Union 
Central Life. 


Weinstock Cal. Chief Assistant 


Sidney L. Weinstock, since 1939 
deputy insurance commissioner of Cali- 
fornia and author of “California 
Insurance Code — Annotated,” has 
been appointed chief assistant commis- 
Sioner to succeed Eugene P. Fay, a 
recently appointed judge of the munici- 
pal court of Los Angeles. 

Mr. Weinstock, who is now assisting 
the legislature as a member of the leg- 
islative council, on leave from the de- 
partment, will be in charge of the Los 
Angeles office. 








Commissioners Set 
June 6-8 for 
Meeting in Boston 


Superintendent Lloyd of Ohio, chair- 
man of the executive committee of the 
National Association of Insurance Com- 
missioners, announced this week that the 
committee by a mail vote had approved 
the dates of June 6-8 for the annual 
meeting of the association to be held in 
Boston, subject to war conditions and 
the regulations of the federal govern- 
ment. Commissioner Harrington of 
Massachusetts has been instructed to 
make the necessary arrangements for the 
convention, subject to these conditions. 





Message from 
U. S. to Assured 


As part of the government’s program 
to control the cost of living, which needs 
the active cooperation of every citizen, 
the Office of War Information has asked 
all life companies to see that every 
holder 6f life insurance gets this mes- 
sage from the government: 

“As an insurance policyholder you 
have a real stake in the government’s 
fight to control the cost of living. 

“Recognizing your part in that fight 
when you maintain your life insurance, 
your government asks you to adopt this 
personal program for the duration: Buy 
war bonds and stamps, buy only neces- 
sities, comply with price ceilings and 
rationing regulations, pay your debts.” 

Many companies are using the mes- 
sage as a premium notice enclosure. 





Dewey for Insurance 
Credit in N. Y. Income Tax 


Governor Dewey of New York in his 
inaugural message to the legislature ad- 
vocated amendment of the state income 
tax law to provide for a reasonable de- 
duction for life insurance premiums. The 
present system, he declared, takes no ac- 
count of the time when the citizens are 
best able to pay their taxes. “It takes 
no account of sudden disasters of ill- 
ness, of the duty to preserve and protect 
the family through life insurance .. .” 





Linton on Forum Sunday 


President M. A. Linton of Provident 
Mutual Life will be one of four par- 
ticipants in the Mutual Broadcasting 
network’s American Forum at 8 p. m. 
Sunday on “Expanding Social Security.” 
H. B. Butler, British minister of infor- 
mation to the United States, will com- 
ment on the Beveridge report and Chair- 
man A, J. Altmeyer of the Social Secur- 
ity Board will discuss the present status 
of social security in the United States. 
The fourth speaker is still to be an- 
nounced. Mr. Linton will follow with 
general comments. 


Sponsor Tax Course in K. C. 


The Life Underwriters Association of 
Kansas City and the General Agents & 
Managers Association jointly will spon- 
sor a school covering all phases of the 
new federal revenue act as it affects life 
insurance. Instructors will consist of 
lawyers, trust officers and tax consult- 
ants. 


Mid-Year Meeting 
Plans Announced 


Kansas City Association 
Gives Schedule for 
N.A.L.U. Session There 


The Life Underwriters Association of 
Kansas City has completed plans to act 
as hosts to the midyear meeting of the 
National association March 25-26. 

The General Agents & Managers 
Association of Kansas City will act as 
hosts at a dinner for all registered gen- 
eral agents and managers who attend 
the agency management conference 
March 25. Also invited are visiting 
officials and the officers and trustees of 
the National association. 

The Life Underwriters Association 
will act as hosts at a buffet supper 
March 26, for all members of the na- 
tional council. This affair will be held 
at the Hotel President which is the 
official headquarters. 


Home Office Companies Hosts 


Preceding the supper the home office 
companies in Kansas City will act as 
hosts to the members of the national 
council and visiting officials at a recep- 
tion at the Hotel President. The Kan- 
sas City Association will conduct an 
all-day sales congress March 27 in the 
Hotel President. 

Herbert A. Hedges, vice-president of 
the National association, who resides in 
Kansas City, is making official arrange- 
ments for the mid-year meeting. 

Plans for local arrangements are in 
charge of W. L. McPherrin, president 
of the local association; J. D. McInnes, 
president of the General Agents & Man- 
agers Association, and the several chair- 
men of the standing committees of both 
organizations, including Glen S. Baker, 
publicity; Paul C. French, program, and 
John E. Miller, meetings and reserva- 
tions. 


J. T. Causey of Atlanta 
Is Mutual Benefit Leader 


J. T. Causey, Atlanta, led Mutual 
Benefit Life in volume and lives for 
1942. William Lies, Jr., and A. J. 
Merkle, Jr., also of Atlanta, placed 
second and third respectively to Mr. 
Causey in the list of “National Asso- 
ciates,” the company’s top 25 producers. 

Four field men paid for more than a 
million dollars each of business last 
year. 

The Parsons Agency in Chicago led 
all agencies with $6,998,359 of paid 
business. 


Name N. Y. Insurance Committee 


NEW YORK-—Insurance committees 
of the New York legislature have been 
appointed as follows: Senate—W. H. 
Harnpton, Utica, chairman, and Sena- 
tors Warner, Williamson, W. J. Ma- 
honey, Condon, Coudert, Mitchell, 
Bainbridge Baum, Republicans, and 
Wojtowiak, Joseph, Pack, Gutman, 
Perry and Erway, Democrats: assem- 
bly—Wright of Jefferson, chairman; 
Reaux of Warren; Mackenzie of Alle- 
gany, Kreinheder of Erie, Stuart of 
Steuben, Owens of Westchester, Crew 
of Kings and Mitchell of New York. 








Manpower Problem 
Will Be Examined 
by Joint Committee 


Two Company Organ- 
izations and National 
Agency Body to Act 


In the first effort to review and 


examine the manpower problems of life 
insurance on an industry-wide basis, 
committees representing the National 
Association of Life Underwriters and 
the American Life Convention met in 
joint session Jan. 8 to complete pre- 
liminary arrangements for their work. 

The National association committee is 
composed of three members of the 
board of trustees, Philip B. Hobbs, 
Equitable Society, Chicago, chairman; 
Ralph W. Hoyer, John Hancock Mu- 
tual, Columbus, O., and Wilbur W. 
Hartshorn, Metropolitan Life, Hart- 
ford. The A.L.C. group comprises: By- 
ron K. Elliott, John Hancock Mutual, 
chairman; A. J. McAndless, Lincoln 
National; Lee J. Dougherty, Occidental! 
Life; Julian Price, Jefferson Standard. 
and John A. Stevenson, Penn Mutual. 

The A.L.C. group was appointed fol- 
lowing a meeting of its executive com- 
mittee on Dec. 2. It was the first defi- 
nite response to the appeal of James E. 
Rutherford, executive vice-president of 
the N.A.L.U., made to the Life Agency 
Officers in Chicago Nov. 17 for a 
“common front in life insurance.” It 
was created, according to the resolution 
authorizing its appointment, “in order 
to permit the life insurance business to 
make its maximum contribution to the 
war effort,” through bringing to the at- 
tention of those in charge of the war 
program how greatly the work of the 
life agents is serving the national in- 
terest in the present emergency and ob- 
taining from them a careful considera- 
tion of the proper place of life insur- 
ance and its representatives in the man- 
power needs of the nation. 

Among the duties of the N.A.L.U. 
committee, as described in its directive 
from President Grant Taggart and the 
association’s board, will be coordination 
with all other life insurance organiza- 
tions interested in manpower and other 
industry-wide problems. 

“We are extremely grateful for the 
offer of cooperation from the American 
Life Convention,” said Mr. Taggart. “It 
is a forward-looking indication of one 
of the industry’s greatest organizations 
to establish a common front at a time 
when one is vitally needed. We sin- 
cerely hope that it will prove to be the 
opening move towards an objective for 
which the N.A.L.U. has been working 
for some time; a common front for the 
entire life insurance industry.” 


LIFE PRESIDENTS’ ACTION 


NEW YORK—The Association of 
Life Insurance Presidents has appointed 
(CONTINUED ON PAGE 7) 








Reactions to Beveridge 


Plan Considered 


Behrens Points Out 
Why Plan Is Not 
Applicable in U. S. 


In the widespread publicity given the 
report by Sir William Beveridge for a 
comprehensive social insurance plan for 
England the erroneous impression has 
been created that it provides a_blue- 
print which can be followed in the 
United States as well. To those who 
have studied the text of the Beveridge 
plan it is obvious that the intention of 
the report is to consolidate and simplify 
various social insurance provisions which 
have been in effect in England and to 
provide a broader general program. 

Herman A. Behrens, chairman of Con- 
tinental Casualty and president of Con- 
tinental Assurance, who is a recognized 
authority on accident and health insur- 
ance and who had an opportunity to 
study government insurance at first hand 
as deputy commissioner of the Bureau 
of War Risk Insurance in the former 
world war, issued an office memorandum 
on the Beveridge plan which brings out 
a number of apt points to show that the 
program is essentially one which applies 
to conditions existing in England. He 
also stresses the point that the report is 
to be used as a basis for after the war 
planning and not as a means of making 
present social reforms. 


Geographical Situation 


In viewing the Beveridge plan due 
consideration must be given to the fact 
that the report confines itself geograph- 
ically to England only, “a small geo- 
graphic area rather uniform as respects 
industrial characteristics and compact 
and -densely populated,’ Mr. Behrens 
emphasizes. “Translated in to the Amer- 
ican situation it is comparable to a re- 
port covering the cities of New York 
and Boston and their environments 
within a radius of 200 miles. Such a 
report covering such an area of this 
country would be extremely interesting, 
but it would hardly be of national im- 
portance considering the vast expanse 
of this country and its varying indus- 
trial and agricultural conditions. There- 
fore, in order that a study of this re- 
port have proper orientation in our 
minds in this country, we must remem- 
ber that it cannot be applicable to our 
country as a whole. It may be of in- 
terest to certain isolated sections, but 
even there, as will hereafter be explained, 
it can hardly be considered a guide.” 


Must Consider Industrial Situation 


Even if it is assumed that the report 
in its general aspects will be helpful to 
the peculiar problems of Britain, to get 
a true picture one must consider the in- 
dustrial situation in England for the 
past generation which gives rise to the 
need of a report of this sort. It is es- 
sential to understand this if the findings 
of the Beveridge report are to be used 
in any way in this country as pointing 
to the way of progress, Mr. Behrens 
states. 

“It is significant that this entire re- 
port has to do with freedom from want. 
I have yet to find in it a single reference 
to providing a freedom of opportunity. 
Therein lies the difference between the 
philosophical background of such a pro- 
gram as this in Britain and in America. 
The industrial situation in Britain has 
been one entirely foreign to the concep- 
tion of things in America. I think it is 
not an unkindly thing to say nor an un- 
fair one that while Britain has been a 
political democracy, industrially it has 
been very much of an autocracy. The 
working classes so-called were one 
thing apart from all else; the industrial- 
ist, a very small minority, another part, 
and the civil servant so-called or the 
government employe another part. 
Whenever an individual in one of these 
classifications broke over into another 


English Insurance Interests 
Hesitant About Voicing 
Negative Opinions 


3ritish insurance interests are hesi- 
tant about passing hasty judgment on 
the consolidated plan for social insur- 
ance proposed in the Beveridge report 
according to comments in the “Review” 
of London. The approved societies now 
administering the compulsory health in- 
surance program consider the Beveridge 
plan of eliminating their participation as 
a gross breach of faith, although there 
is little official comment. The indus- 
trial life offices, which handle 42.5 per- 
cent of the compulsory health insurance 
and which are also affected by the pro- 
posed government funeral grant as 
well as by general criticisms about 
their operations in the report, feel that 
the report does not give fair acknowl- 
edgment to their sustained efforts for 
improving their service. 


Statement Is Issued 


The following statement has been is- 
sued on behalf of the industrial life of- 
fices: “Sir William Beveridge has pro- 
duced an exhaustive survey of the 
country’s social services and makes 
recommendations which demand most 
careful examination. Until these far- 
reaching proposals, some of which pro- 
foundly affect those offices whose enter- 
prise has made industrial assurance 
such an integral part of the life of the 
nation, have been investigated from 
every standpoint, it is obviously impos- 
sible, in view of the length of the re- 
port, to issue any detailed statement at 
the moment.” 


In its editorial comment the “Re- 
view” holds that the Beveridge plan 


constitutes the greatest challenge yet 
made to the system of private insurance 
and of private enterprise as a whole. 
The implications of the plan must be 
seriously studied by all interests con- 
cerned, and we would defer judgment 
until a fuller consideration of it has be- 
come possible. The first impression, 
however, is that it is so serious a chal- 
lenge to insurance that it can only be 
met by constructive reform from 
within the industry, demonstrating that 
private insurance within its limitations 
can perform as good if not better serv- 
ice than the state and without the revo- 


lutionary changes visualized by Sir 
William.” 

Text Is Now Available 

The complete Beveridge report, en- 
titled ‘Social Insurance and _ Allied 
Services” has been published in this 
country by the Macmillan Company 


can be secured at bookstores for 
It is a comprehensive and not any 
to digest as there are 299 


and 
$1. 
too easy 
pages. 








classification it became news because of 
the rarity of the occurrence. A man usu- 
ally stayed in the niche into which he 
was born. In this respect conditions in 
Britain were more nearly analogous to 
those in other European countries than 
to those in other portions of the British 
Empire or to those in the United States. 


Seek to Continue Status Quo 


“With the industrial developments of 
the last generation it was only human 
that the ruling class so-called would 
want to continue the status quo of these 
rather sharp divisions of the population 
in Britain. Unrest among the workers 
due to more favorable conditions in the 
newer parts of the world resulted in 
their being given from time to time cer- 
tain concessions in the way of social in- 
surance benefits. Their underlying ob- 
jective was, as is the case with the 
Beveridge report, a series of concessions 
that would provide freedom from want 

(CONTINUED ON PAGE 19) 
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Increase Biggest 
in History 


HARTFORD — Preliminary annual 
figures of the Travelers companies indi- 
cate their biggest increase in history in 
premium income, most of it due to in- 
creased work in factories and construc- 
tion of more war plant facilities. The 
biggest gains are in workmen’s compen- 
sation, liability and group insurance. 
The total 1942 premiums came to $234,- 
600,000, up $26,500,000 from 1941. 

The Travelers Insurance Company to- 
tal was $197,100,000; Travelers Indem- 
nity, $18,500,000; Travelers Fire, $18,- 
200,000; Charter Oak Fire, $700,000. 

Travelers’ new paid for life insurance 
reached an all-time high of $1,323,700,- 
000, up 27 percent from $1,043,500,000 in 
1941. Ordinary production was $563,- 
000,000; group additions $760,700,000. 


Prepayment Reserve 
Plan Introduced 


Equitable Society has announced a 
new service, the “Prepayment Reserve 
Plan,” available to all its farm loan 
borrowers in the middle west. Any 
Equitable farm loan borrower is priv- 
ileged to transmit to the company such 
surplus funds as he can spare, to be 
held as a prepayment reserve and ap- 
plied against interest and mortgage re- 
duction instalments as they fall due. 








Half of Union Central's 
Service Deaths Are Natural 


In 1942 Union Central Life settled 42 
death claims on men in the armed serv- 
ices, more than half of whom died from 
natural causes, according to Richard S. 
Rust, vice-president and secretary. Less 
than half of the policyholders in the 
armed services on whom claims were 
paid were killed in action. This is point- 
ed out by Mr. Rust as a sound reason 
for Union Central agents to sell life in- 
surance to men entering the service. 





Jurist Urges More Aid for 
Wisconsin Commission 
MADISON, WIS.—Repeated refusal 


of the Wisconsin legislature to give the 
insurance commissioner sufficient men so 
that due, timely and proper examinations 
and investigations can be made of insur- 
ance companies doing business in the 
state presents a deplorable situation, 
Judge A. C. Hoppmann of the Dane 
county circuit court asserted in a talk at 
a meeting of the Madison insurance 
board. 

This defeats the greatest service which 
the commissioner’s office can render, 
Judge Hoppmann said. It is an injus- 
tice to companies that are honest and 
reliable. It is an injustice to the de- 
frauded policyholders of irresponsible 
insurers, and it is aiding unreliable com- 
panies in perpetrating frauds upon the 
citizens of the state. 

It is the duty of agents to keep the 
house of insurance clean, and if all of 
the insurance men in Wisconsin get back 
of such a proposition, they can remedy 
the situation, he said. 





Two Unlicensed Outfits Merge 


DES MOINES—International Insur- 
ance Company of Phoenix, Ariz., has 
taken over Buchanan County Mutual 
Benefit Association, which has operated 
in Iowa for seven years. Neither Buch- 
anan County Mutual nor International 
is licensed in Iowa. International is not 
shown as licensed in Arizona in the 1941 
report. 

The Arizona company has notified the 
Towa association’s policyholders that it 
has assumed the risks and G. R. Lock- 
wood, former secretary of Buchanan 
County Mutual, is now with Interna- 
tional. The letter to policyholders 


Canada Has Record 
Year in 1942 


Total May Surpass 1929-30 
Total with Allowance 
for Annuities 


OTTAWA — Superintendent G. D. 
Finlayson estimates that the net gain 
in life insurance in force in 1942 in Can- 
ada may reach $600,000,000, bringing the 
total in force to a little short of $8,- 
000,000,000. 

The increase in 1942 production of 
new business over 1941 may bring the 
year’s total new issue to $850,000,000, a 
new all-time record, for in such years as 
1929, when the new business total was 
$978,000,000, and 1930 when it was $885,- 
000,000, much business was included 
which would now be classified as annuity 
business. The total business was $688,- 
000,000 in 1941, $590,000,000 in 1940, 
$589,000,000 in 1939 and $627,000,000 in 
1938. 

Under wartime influence, Mr. Finlay- 
son states, the trend in insurance in force 
has been steadily upward, the net gain 
in the total in force rising from $89,- 
000,000 in 1938 to $146,000,000 in 1939, 
$199,000,000 in 1940 and $374,000,000 in 
1941. Even in 1928 and 1929 the net gain 
in the business in force was only $563,- 
000,000 and $550,000,000 respectively. 


Gregg L. Neel Is 
Appointed New 


Pa. Commissioner 
HARRISBURG, PA. — Gregg L. 





Neel, Pittsburgh real estate man and lo-’ 


cal insurance agent, has been appointed 
by Governor-elect Martin as Pennsyl- 
vania commissioner. He takes the place 
of Ralph Alexander, also of Pittsburgh. 

During the May primaries, Mr. Neel 
Was western manager and campaign 
chairman of Allegheny county for Mar- 
tin. An active Republican all his life, 
he is secretary of the Republican Com- 
mittee of Pennsylvania and was for six 
years secretary of the Republican Execu- 
tive Committee of Allegheny county. 
He and Martin have been close personal 
friends since the two were members of 
the old Tenth Regiment, located in 
Waynesburg, Pa., in 1908. 

Born in 1893, in Brownsville, Pa., the 
son of the Rey. Dr. and Mrs. J. Thomas 
Neel, Mr. Neel entered the real estate 
and insurance business shortly after he 
graduated from Waynesburg College in 
1912, and has been associated in that 
field ever since. Twenty-five years ago 
he moved to Pittsburgh, where his offices 
are located in the Farmers Bank build- 
ing. 

In 1940 both Mr. Neel and General 
Martin had conferred upon them honor- 
ary degrees from Waynesburg College. 
Mr. Neel was given the degree of doctor 
of laws. 

Mr. Neel is a member of the Penn- 
sylvania Historical Commission, presi- 
dent of the Pittsburgh Free Dispensary, 
director of the Allegheny General Hos- 
pital, member of the advisory committee 
of the State Council of Defense, director 
of the Pennsylvania Real Estate Asso- 
ciation, vice-president of the Federation 
of Historical Societies of Pennsylvania, 
member of the state sponsoring commit- 
tee of the Pennsylvania Tuberculosis 
Society, trustee of the Pittsburgh Pres- 
bytery. 

Mr. Neel was president of the Penn- 
sylvania Real Estate Association in 1940; 
a former governor of the Pittsburgh 
Real Estate Board; an honorary life 
member of the Delta Mu Delta, honor- 
ary scholastic fraternity of the Univer- 
sity of Pittsburgh, and past president of 
the Amen Corner Club. 











stated that “Iowa laws make no _pro- 
vision for the operation of the society.” 
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Mutual Life 
Dividends in ‘43 
fo Be on ‘42 Scale 


Guaranteed Interest Rates 
Cut to 2%; Modernizes 
Policy Form 


Mutual Life has decided to pay to 
policyholders in 1943 the same scale of 
dividends as paid in 1942. The amount 
to be alloted for dividends payable in 
1943 is $12,850,000. 

The guaranteed interest rates under 
settlement options on new policies issued 
after February 1 will be reduced from 
2% per cent to 2 per cent. Excess inter- 
est, as heretofore, will be paid as deter- 
mined by the trustees. This reduction 
was considered necessary because of the 
continuance of low investment yields. 

The new life income settlement provi- 
sion will provide a greater income under 
death claim proceeds if the election is 
made in advance by the insured, rather 
than by the beneficiary at the time of 
settlement. 

The changes in the basis of income 
settlements require an adjustment of 
premium rates and non-forfeiture values 
on certain types of policies, and ‘on en- 
dowment annuities, the unit of insurance 
for each $10 of monthly income will be 
raised from $1,250 to $1,500, and the 
latter figure will be the new minimum 
og of insurance issued under this 
plan. 

On Feb. 1, the date of Mutual Life’s 
100th anniversary, the company expects 
to put into use for the first time a new 
;type of policy form that has been de- 
‘veloped. The design of the policy has 
been modernized, and every effort has 
been made to simplify and clarify the 
language of the contract, so that it will 
be more understandable to the average 
policyholder. 

Survivorship annuities and deferred 

survivorship annuities will be discon- 
tinued. The company will suspend tem- 
porarily after Feb. 1, pending comple- 
tion of contemplated changes in the 
reserve basis, the issue of limited pay- 
ment policies calling for less than 15 
years’ premiums. 
_ In addition to continuing the family 
income policy, Mutual Life on Feb. 1 
will issue family income riders for 10, 
15 and 20 year income periods, which 
can be attached to all forms of new 
policies, except sub-standard policies and 
term plans (including term with auto- 
matic conversion and double protection 
policies). These riders may also be at- 
tached to existing policies that contain 
provisions for income settlements. 


Lloyd Named for Third Term 


COLUMBUS—Superintendent Lloyd 
of Ohio, appointed to his third consecu- 
tive term by Governor Bricker, has 
taken the oath of office and qualified for 
his new term. He immediately reap- 
pointed J. Roth Crabbe, deputy super- 
intendent and announced that there 
would be no changes in his staff. He 
is the first superintendent in Ohio to 
be appointed for three consecutive 
terms. He is now chairman of the ex- 
ecutive committee of the National As- 
sociation of Insurance Commissioners. 


Extend Filing Time in Canada 


TORONTO—In view of present war 
conditions and the depletion in head 
Office personnel, the time for filing of 
annual returns may be extended to May 
1, according to a recommendation by the 
Canadian superintendents of insurance, 
Superintendent McNairn, secretary of 
the superintendents’ association, reports 








Experts Judge “Exhibits by Mail” 








These four experts made the awards of excellence in the unusual “Exhibits by 
Mail” competition sponsored by the Life Insurance Advertisers Association. When 
the annual convention was called off because of war emergency, exhibits were for- 
warded to Des Moines for judging. The judges are (left to right): H. A. Hedges, 
Kansas City general agent Equitable Life of Iowa, vice-president National Association 
of Life Underwriters; Les Suhler, subscription manager “Look” magazine, president 
Des Moines Advertising Club and one of the international board of governors of Direct 
Mail Advertising Association; Peter Ainsworth, advertising sales manager, “Better 
Homes and Gardens,” and J. B. Ryan, Jr., agency supervisor Des Moines agency, 


Bankers Life of Iowa. 


A successful “Exhibits by Mail” ex- 
periment has been concluded by the Life 
Insurance Advertisers Association, the 
first of its kind in the history of adver- 
tising. It may serve as a precedent for 
other organizations to follow under 
emergencies similar to that now prevail- 
ing because of war. 

This method was adopted when the 
annual meeting was canceled, thus mak- 
ing impossible the usual exhibit of ad- 
vertising and promotional material. The 
exhibits were sent to Des Moines for 


judging by a qualified committee of ex- 
perts. 

A. Scott Anderson, Equitable Life of 
Iowa, association president, named R. B. 
Reynolds, American Mutual, as chair- 
man of the “Exhibits by Mail” com- 
mittee. His assistants were: B. C. Camp- 
bell, Central Life; H. S. Jacobs, Equit- 
able of Iowa; J. H. McCarroll and B. 
N. Mills, Bankers Life of Iowa, and 
George Pease, Equitable of Iowa. 

Chairman Reynolds said the tested 
procedure of past years was followed 
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were mailed out to this widow. 


years. 


of our underwriters. 


someone else.” 


ficiaries.” 


+ 


WM. H. KINGSLEY 
Chairman of the Board 








Assuring the Beneficiaries 


For twenty years after her husband’s death, income checks 


home for herself and her two fatherless children, and made 
the house an additional source of income by renting rooms. 
When she had received the final payment, she wrote: 


“Just want to say ‘thank you very much’ to your or- 
ganization for having helped me over a period of twenty 
Not once in all that time have I failed to receive 
my check on the 19th of every month. I wish many more 
men would have open minds to this form of insurance.” 


Then she gave the details of how the life insurance income 
payments had been used, and our company wrote in acknowl- 
edgement of her thoughtfulness to take the time to explain 
just what she had been able to accomplish through the life 
insurance protection, and requesting her perniission to quote 
from her letter, as it would be a source of inspiration to many 


She replied, “Your letter made me very happy. 
tainly may use my letter in any way that would be a help to 


Someone has described life 
“policyholders insuring one another and assuring the bene- 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


She used that money to keep a 


You cer- 


insurance as 
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JOHN A. STEVENSON 
President 














National Life 
Statement Shows 
Impressive Record 


Assets Pass Quarter 
Billion Mark—Interest 
Earnings Slightly Higher 


One of the first companies to issue 
its annual statement this year is Na- 
tional Life of Vermont and it reveals 
an impressive record. 

Assets increased during the year by 





E. S. BRIGHAM 


$13,000,604 to pass the quarter billion 
dollar mark, amounting to $251,243,384. 
Due largely to investment in FHA in- 
sured loans, net interest earned before 
deducting federal taxes is slightly higher 
than in 1941, being 3.67 percent as com- 


pared with 3.61 percent the previous 
year. 

Insurance in force gained $14,858,326 
and amounts to $614,988,556. Sales for 
1942 totaled $41,286,733, which was less 
than the 1941 volume but President El- 
bert S. Brigham predicts that the second 
year of the war will produce increased 
sales, The amount paid to policyholders 
and beneficiaries was $18,494,470, includ- 
ing dividends of $4,103,726. 


Market Value Exceeds Book 


The bond portfolio aggregates $66,- 
556,268. The market value of the bonds 
exceeds the book value by $3,521,062. 
Only one bond issue of $16,000 is past 
due as to principal or interest. Prefer- 
red stocks totaled $6,990,937 at market 
value which is $103,938 less than book 
value. 

Investments in FHA loans amount to 
$94,129,192. Mr. Brigham points out 
that National Life was one of the first 
companies to invest in these loans, 
Government bonds amount to $22,940,044 
and this gives a total of $117,069,236 or 
46.5 percent of the total assets that are 
covered by some form of promise of the 
U. S. government to pay. 

During the depths of the depression 
National Life set up a $2,000,000 re- 
serve to be used if necessary in the 
liquidation of the real estate account 
but now the company finds that none 
of this reserve has been used and the 
real estate sales during the past year 
have realized prices considerably in ex- 
cess of the book values. 

During the year National Life pur- 
chased $3,240,000 of government bonds 
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Clothing Workers 
Arouses Interest 


In view of the fact that an industry 
wide group insurance plan for the bene- 
fit of the members of the Amalgamated 
Clothing Workers Union (CIO) is being 
negotiated, attention is drawn to the 
program of Amalgamated Life & Health 
of Chicago. ; ; 

The present intention is to have the 
plan underwritten by a regular group 
writing company except in the Chicago 
area, where the scheme is handled by 
Amalgamated Life & Health which is 
operated by the Chicago joint board of 
the Amalgamated Clothing Workers 
Union. Under the proposed program, 
employes could shift from the industry- 
wide plan to the Chicago plan without 
penalty. 

Master Contract in Chicago 


In Chicago, the scheme is not ad- 
ministered by a joint group of the union 
and the employers as is contemplated 
for the industry-wide plan. However, 
there is a master contract between the 
union and the manufacturers, stipulating 
that the group insurance shall be carried 
for the benefit of the employes with 
Amalgamated Life & Health. The union 
contract with each employer is on an 
individual basis. In some of the most 
recent contracts the employer is com- 
mitted to pay the entire premium, this 
being in lieu of a salary increase. In 
other cases, the contract provides for 
salary increase with the employes paying 
the entire premium. The original inten- 
tion was to have the cost divided be- 
tween the employer and employe but the 
situation has been affected by wage in- 
crease considerations. ; : 

There are about 11,000 insured with 
Amalgamated Life & Health. This in- 
cludes the union members in the men’s 
clothing field, both manufacturers and 
contractors. The custom tailors are not 
covered in the contract although they 
are members of the union They are not 
covered apparently because there is so 
much transient work involved. 

The Chicago plan provides death bene- 
fits of $500 to age 70 and $250 thereafter 
and sick and accident benefits of $10 a 
week up to a total of 15 weeks in any 
12 month period except that there is no 
payment when the employe receives 
workmen's compensation benefits. The 
proposed industry-wide plan would pro- 
vide substantially the same benefits. The 
average age of the insured workers in 
Chicago is 50. 

The Chicago setup grew out of the 
Amalgamated Social Benefit Association 
which is an agency of the union. This 
association was created 20 years ago 
to provide unemployment compensation 
benefits. When the social security pro- 
gram was enacted providing unemploy- 
ment compensation, the Amalgamated 
association discontinued providing those 
benefits and instead arranged the group 
insurance program through Amalga- 
mated Life & Health. That company 
started writing business April 1, 1940. 

Those familiar with the group field 
see in this project of Amalgamated de- 
velopment of a trend that may turn out 
to have had its inception in the Ford 
contract. When Ford dropped its group 
insurance scheme that was carried in 
Travelers the local auto workers union 
(CIO) negotiated a contract with John 
Hancock Mutual Life. There is one con- 
tract for the union employes of Ford 
and another for the non-union employes, 
both being with John Hancock. é 

J. J. Schorff, who was connected with 
the Illinois insurance department for 
seven years, is assistant secretary of 
Amalgamated Life & Health and is its 
operating head. 





Agents of Occidental Life of Califor- 
nia further aided the war effort in 1942 
by buying $5,180 of war bonds and 
stamps with certificates won by consecu- 
tive weekly production. Heretofore, 
they had bought merchandise. 


Chicago Plan of Two Business Insurance 


Issues Are Litigated 


Firm in Dissolution 
Can‘t Recover Under 
Key Man Cover 


Life insurance totaling $25,000 on a 
key executive for the benefit of a cor- 
poration was held payable by the Texas 
supreme court, commission of appeals, 
to the executive’s former wife and two 
sons rather than to the stockholders. 
The corporation had been dissolved 
prior to the death of the insured, and 
although it could have a continued ex- 
istence for as long as three years after 
the surrender of its charter, it was con- 
tinued only for the limited purpose of 
winding up its affairs. 

The court stated that the decision 
should not be construed as meaning that 
the insurable interest of a corporation 
in its officers and stockholders can never 
survive the statutory period of liquida- 
tion when the insured dies within that 
time. Each case must stand or fall on 
its own peculiar facts under the well es- 
tablished Texas definition of insurable 
interest. 


Martin McBride Assured 


The case was McBride, Jr., et al. vs. 
Clayton, et al. Martin McBride was 
president and owner of 56 percent of 
the stock of M. McBride, Inc., 
which operated retail stores at Green- 
ville and other places. Southwestern 
Life in 1932 issued policies totaling 
$25,000 on McBride with the corpora- 
tion as beneficiary. McBride in 1935 be- 
came entitled to waiver of premium dis- 
ability benefits. By 1937 the corpora- 
tion had but one store left and later that 
year it was burned out. Shortly there- 
after the corporation was dissolved, its 
debts paid and most of its assets divided 
to McBride and his two sisters who 
were equal owners of the 44 percent 
not owned by McBride. 

In 1938 McBride changed the benefi- 
ciaries so that a $10,000 policy became 
payable to his wife and the $15,000 con- 
tract to his two sons. Later that year 
McBride and his wife were divorced and 
the next year he died. 

The wife and son brought suit against 
the two sisters to recover the proceeds. 
Southwestern paid the $25,000 into court. 

The court declared that the qualified 
existence of McBride, Inc., after its 
dissolution was in the nature of an ad- 
ministration of its estate, with all its 
corporate rights fixed and determined as 
of the date of its dissolution. The pow- 
ers of its officers had become restricted 
to those of liquidating agents. 

When McBride took out the insur- 
ance, the court stated, he was a valuable 
executive. He was an officer from whose 
continued life the other stockholders 
would reap some pecuniary advantage 
of a definite nature so that the insur- 
ance offered them no inducement to take 
his life. But this soon came to nothing. 
The court concluded that 44 percent of 
the policies or $11,000 would mean 
much more to the sisters than any serv- 
ice rendered to the defunct corporation 
during the two years preceding his death 
and that, therefore, the insurable inter- 
est once enjoyed by the corporation in 
his life had terminated before his death. 

The sisters were allowed $890 as their 
proportionate part of the premiums paid 
by the corporation. 

Attorney L. L. Bowman, Jr., of 
Greenville represented the wife and sons 
and Lee A. Clark and Allen Clark of 
Greenville, the sisters. 


More Industrial Regulation Asked 


NASHVILLE, TENN. — Governor 
Cooper in his address at the opening of 
the Tennessee legislature recommended 
an act to provide better supervision for 
industrial life insurance and also min- 
imum standard provisions to provide 
better protection to industrial policy- 
holders. 





Partnership Agreement 
Withstands Attack of 
Bank in Georgia Case 


The attempt of a bank, as executor, 
to invalidate a partnership agreement 
involving insurance policies ended un- 
successfully when the Georgia supreme 
court gave a decision for the surviving 
partner and against the wife and 
daughter of the deceased partner. The 
case was First National Bank of Rome, 
Exr. vs. Howell. 

J. C. Howell and E. B. Howell as 
equal partners were the owners and op- 
erators of a grocery in Rome, Ga. At 
the instance of an agent of Metropolitan 
Life each Howell in 1934 bought a 
$10,000 policy with his wife as benefi- 
ciary and with the business paying the 
premiums on both. The husbands and 
wives entered into agreements that 
upon the death of one of the partners, 
his wife would take the $10,000 insur- 
ance money and step out of the picture, 
and the surviving partner could do what 
he liked with his own insurance. 

E. B. Howell died in 1941. It turns 
out that a month after the insurance 
agreement was entered into E. B. had 
executed a will, devising certain prop- 
erty to his wife and giving all the rest 
and residue of his property to the bank 
as trustee. The trustee was given exten- 
sive powers of management and control 
but the partnership business was not 
mentioned. 


Contention of Bank 


The bank contended that J. C. How- 
ell under the will and the written con- 
tract is not entitled to full ownership 
of the partnership; that he had not ac- 
quired it by purchase and claimed that 
the bank is entitled to an accounting 
from J. C. Howell and that the latter’s 
right and possession in the partnership 
is simply the right of the surviving part- 
ar to wind up the affairs of the partner- 
ship. 

J. C. Howell stated that the terms of 
the written agreement are uncertain and 
indefinite and do not clearly reflect the 
intention and agreement of the parties. 
He alleged that there was a clear, un- 
ambiguous and certain verbal agree- 
ment between the partners, concurred in 
by the wives; that the scrivener who re- 
duced the verbal contract to writing 
was either mistaken as to the terms or 
used clumsy language. 

The court held that the payment of 
the premiums out of firm’s assets and 
the benefits flowing to each of the part- 
ners as a result of the plan constituted 
a sufficient consideration. J. C. Howell 
was entitled to reformation and specific 
performance. The trial judge did not 
err in overruling the bank’s demurrer. 

Matthews, Owens & Maddox of Rome 
represented the bank and Barry Wright 
and Jack Rogers of Rome, J. C. Howell. 





Commonwealth Life Plans 
Annuities for Debit Men 


LOUISVILLE — Stockholders of 
Commonwealth Life will be asked to 
approve a plan to supply retirement 
annuities for the company’s industrial 
agency organization. The first year cost 
has been budgeted at $22,819. Costs 
would diminish from year to year. The 
management and directors have recom- 
mended adoption of the plan. 


Irvin Bendiner’s Book 


The “United States Review,” 500 
Walnut street, Philadelphia, has got out 
a booklet entitled, “The Revenue Act of 
1942—Its Application to Life Insurance” 
by Irvin Bendiner, well-known attorney 
and life insurance man. The articles 
comprising the book were originally 
printed in the “United States Review.” 
A single copy sells at 50 cents. 


Educational Forum 
Series Program at 
Chicago Given 


The complete program for the edu- 
cational forum series to be sponsored by 
the Chicago Association of Life Under- 
writers, starting Feb. 13, was announced 
by President J. H. Brennan and G. L. 
Grimm, chairman educational committee. 
Thirty-five leading life agents and home 
office men will give the series of lectures 
to run through eight weeks, with a spe- 
cial theme assigned for each session. 
The theme for the series will be “Selling 
Life Insurance Under Wartime Condi- 
tions.” Weekly topics and speakers are: 


Dates, Topics and Speakers 


Feb. 13, “The Place of Life Insurance 
in a War Economy’”’—Courtenay Barber, 
Sr., Equitable Society, “The War Time 
Service of the Institution of Life Insur- 
ance,” and Paul Speicher, Research & 
Review, “The Wartime Service of the 
Life Underwriter’; G. L. Grimm, New 
England Mutual, presiding. 

Feb. 20, “Locating Today’s Best-Buy- 
ing Market’—R. W. Frank, State Mu- 
tual, “Changing Economic Conditions 
and Their Effect Upon Prospecting”; 
Hilbert Rust, Research & Review, “Spe- 
cific Prospecting Plans Geared to War- 
Time Conditions.” I. N. Nochumson, 
Metropolitan, presiding. 

Feb. 27, “Meeting the Objections of the 
War-Disturbed Prospect’—Prof. R. C. 


Tomlinson, Lake Forest College, Lake 
Forest, Ill., “An Analysis of the Current 
Thinking of the Average Prospect”; 


panel discussion, “Specific Current Ob- 
jections,” C. M. Letton, Mutual of New 
York, leader. Objections assigned—‘“I 
have money these days only for the bare 
essentials,” “My income has been fro- 
zen,” “I may be drafted soon,” “All my 
money is going into war bonds,” “Why 
buy life insurance with a war clause?” 
“My job is too uncertain,’ “I haven’t 
time to talk about life insurance now,” 
“What’s the use! The war will ruin 
everything!” “I’m afraid of inflation,” 
and “War times are too unsettled to buy 
life insurance.” Ten Chicago agents 
will answer the objections: D. K. Alford, 
Prudential; D. H. Barnow, Connecticut 
Mutual; A. C. Bowser, National of Ver- 
mont; J. M. Edelstein, Massachusetts 
Mutual; E. J. Grandson, Union Central; 
W. M. Houze, Jr., John Hancock; Ru- 
dolph LeBoy, Aetna Life; J. E. Rawles, 
Reliance; Alice Reichel, Sun of Canada; 
A. J. Zern, Northwestern National. G. H. 
— New England Mutual, presid- 
ng. 


Other Subjects Scheduled 


March 6, “The Effective Use of the 
Telephone.”—“The Current Sales Impor- 
tance of the Telephone,” and “How to 
Use the Telephone to Make Appoint- 
ments for Interviews,” dramatized by W. 
N. Hiller and H. G. Walter, Penn Mutual. 
Louis Behr, Equitable Society, presiding. 

March 13, “The Technique of the 
Home Interview.” — George Fullman, 
Metropolitan, “Demonstration One Inter- 
view Package Sale”; Cameron Hurst, 
New York Life, ‘Demonstration of Two- 
Interview Home Sale’; R. D. Hinkle, 
Equitable Society, presiding. 

March 20, “A Study of Women as Life 
Insurance Buyers.’—Helen M. Zepp, 
Equitable Society, “Women are People”; 
N. E. Loose, Prudential, “Principles to 
Be Followed in Selling Women”; P. B. 
Hobbs, Equitable Society, “Sales Points 
for Various Types of Women Buyers.” 
R. W. De Pau, Jr., presiding. 

March 27, “The Effect of the New Tax 
Laws.”—J. O. Todd, H. S. Vail & Sons, 
“Life Insurance and the New Income 
and Estate Taxes’; P. W. Cook, Mutual 
Benefit, “The Effect of the New Tax 
Laws upon Business Insurance.” J. F. 
Ramsey, Mutual Benefit, presiding. 


April 3, “Planning the Day’s Work.” 
—B. N. Woodson, assistant manager 
Sales Research Bureau. G. L. Grimm, 


presiding. 


Prudential Moves 2,000 Employes 


_ About 2,000 employes of Prudential 
in the new home office building in New- 
ark have been forced to vacate to make 
room for the office of dependency bene- 
fits of the War Department. Some of 
the employes were removed to the Na- 
tional Newark Bank building, directly 
opposite the home office, while others 
are now located in the company’s 
Gibraltar building. 
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Income Increase of 
Bankers Life, Neb., 
Agents Reported 


Agents of Bankers Life of Nebraska 
had an increase of 13.4 percent over 
1941 in earnings last year, C. H. Heyl, 
director of agencies, announced, although 
in 1941 they had one of the most suc- 
cessful years in commissions earned. 

“In large part this increase in earn- 
ings is reflected by the unusually suc- 
cessful record in the production of new 
business by the field force during the 
past year,’ Mr. Heyl said. “An increase 
of more than 5 percent over the 1941 
record production, plus a marked reduc- 
tion in the lapsation of business pre- 
viously placed in force, were the con- 
tributing factors. This is particularly 
significant in view of the fact that there 
was no change in the basic agency 
contract.” 

A new high was set in total business 
in force in recent years, with approxi- 
mately $6,500,000 new paid business 
and total in force about $131,000,000, 
according to tentative figures. 


Marshall Agency Leads 


The leading agency in the production 
of new business last year was the Mar- 
shall agency, Fairbury, Neb.; second, 
E. F. Goodrich, Topeka; third, R. R. 
Burtner, Harrisburg, Pa. The Marshall 
agency had its best production in its 
more than 20 year’s history. Other 
agencies substantially exceeding 1941 
production were Chicago, Detroit, Kan- 
sas City, Oskaloosa, Ia., and Steuben- 
ville, O. 

Mr. Heyl said that while agents un- 
doubtedly face production difficulties, 
Bankers of Nebraska is optimistic be- 
cauce of the capacity to overcome hur- 
dles which the field force demonstrated 
in 1942. The year will be a testing 
time, he said. There will be a few who 
fail to meet the challenge and will 
all. 


Rewards for the Strong 


“Strong men, however, will find in- 
creased opportunities to improve earn- 
ings and grow stronger. We believe 
that those representatives who reside 
in rural areas will have the most strik- 
ing opportunity for increased earnings. 
It is inconceivable that both in town and 
country, as rationing of all consumer 
goods increases during the year, with 
general incomes increased, those indi- 
viduals who aggressively determine to 
take advantage of the situation will not 
fail to record substantial gains. We 
believe there is an unusual opportunity 
for life insurance sales in a knowledge 
of the effect of new tax laws on the 
general public. The only serious ob- 
stacle towards production will come 
when the full impact of the new taxes is 
felt. The salesman who equips himself 
to meet that situation will profit im- 
measurably.” 


What Is “Doing Business?” 
May Apply Neb. Decision 
to Unlicensed Carriers 


LINCOLN, NEB.—Insurance Direc- 
tor Fraizer is studying the possibility of 
applying a decision of the Nebraska 
supreme court as to what constitutes 
“doing business” to bring some measure 
of control of unlicensed companies doing 
business by radio and mail. 

The supreme court holds, in Village 
of Axtell vs. Nebraska Hardware Mu- 
tual, that the test of whether a company 
is doing business in a municipality and 
therefore subject to an occupation tax, 
is not whether it has a resident agent or 
Owns any property there. It is whether 
an agent sells and delivers policies in 
the village, whether a substantial part 
of the company’s risks are written in the 
village, and whether losses are there ad- 
justed. It says that none of these taken 
separately would constitute doing busi- 
ness, but when combined they meet the 





definition of the term “doing business,” 
which implies a fair measure of perma- 
nency and continuity of business acts 
and purposes as distinguished from cas- 
ual, occasional or isolated acts. 


Indiana Company Men Meet 
on Model Reserve Bill 


Two meetings, of actuaries and offic- 
ers of Indiana life companies, were held 
in Indianapolis Tuesday to discuss in- 
troducing a bill in the legislature to le- 
galize adoption of the new mortality 
table compiled by a committee of the 
National Association of Insurance Com- 








buggy was the talk of the town? 


That was just about the time the Columbus 
Mutual Life Insurance Company was founded. 
And for all we know this particular beauty may 
have been the “Pride and Joy” of one of Colum- 
bus Mutual's first policyholders. Because its pur- 
chasers were among our first clientele . . . peo- 
ple who bought only the best of that day. 


But imagine, if you can, this same policyholder 


still being satisfied with nothing more in drivng 
qualties than this old car offered. Instead, he is 
today enjoying the fruits of progress ... achieve- 
ments in automotive designing that underwrite 
driving confidence. The smart limousine he now 
owns embodies the accumulated improvements 
made every year since the automobile was first 
conceived. To safely battle five o'clock traffic or 
modern speed demons, he is afforded safety 


OTHER PERFORMANCE TESTS TAKEN FROM THE PROVING GROUND 


Though the country has encountered many trying times during the past 34 years, Columbus Mutual 
has continually forged ahead in many ways other than accumulating a surplus. As substantiated 
by Best's Life Insurance Reports it has always shown a high renewal percentage; better than aver- 
age dividend payments; low declinations; exceptional rate of interest earned; consistent increase 
in insurance in force. When you couple all of these records of progress with Columbus Mutual's 
unique GOLDEN RULE CONTRACT you can readily see why it has proven such a profitable and 
enjoyable connection for many life insurance men throughout the country. We shall welcome an 
opportunity to get acquainted by sending you copies of our sales plans, annual statement and 


“Golden Rule” Contract. 


Remember when the appearance of this luxury 


missioners. It is anticipated the com- 
missioners’ model bill will be followed 
closely. If passed, it would not be man- 
datory until 1948, but could be adopted 
prior to that date. 

As the mortality tables now in use 
were compiled in 1865 it is regarded as 
high time such revision be made as will 
match with the improvement in mortal- 
ity experience and extended life expect- 
ancy. There will be 43 state legislatures 
in session this year and most of these it 
is understood will be called upon to con- 
sider the passage of this measure. It 
has the backing in Indiana of the life 
insurance interests affected. 






And the same is true of the Columbus Mutual 
Life Insurance he now owns. The surplus or 
safety back of his policy has a parallel history. 
It has increased each and every year since 
the company’s beginning. A surplus accumu- 
lation that has been uninterrupted! This is an 
enviable record that has inspired confidence | 
on the part of both salesmen and prospects. | 
It is also the mark of sound management. 


Because everyone knows 


administrative direction. 


qualities that have been bettered annually. 


surplus increase denotes a consistent growth 
that is only possible through a favorable 
mortality and good‘ earnings ... both of 
which are today the result of intelligent 
underwriting; alert, cooperative agency prac- 
tice; unusually appealing, easy-to-sell 
insurance-investment plans; and aggressive 


Veterans Administration 


Pays 5,454 Death Claims 


WASHINGTON—Through October, 
1942, National Service Life Insurance 
awards had been paid to beneficiaries of 
5,454 service men who have died or been 
killed in the war. There were 1,150 pen- 
sions being paid disabled veterans and 
to dependents of 2,625 deceased veterans 
who served in the armed forces subse- 
quent to Dec. 6, 1941. Veterans of the 
present war receiving hospitalization to- 
taled 1,038. Expansion of hospital fa- 


cilities for veterans is being considered. 








that a regular 
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Benefits for 
OCD Workers 
Are Set Forth 


Considerable interest has been 
aroused in the insurance field by the 
fact that a system of death and dis- 
ability benefits has been created for 
civilian defense workers who are killed 
or injured in the line of duty and by 
the revelation that such benefits are 
also extended to protect other civilians 
who are evacuated from an area due to 
enemy action or are otherwise in finan- 
cial need. The authority to set up such 
a program was given by President 
Roosevelt by letter of Oct. 5, and the 
details were given in the Social Secur- 
ity Bulletin, Volume V, No. 11, No- 
vember, 1942. However, this fact ap- 
parently was not generally known to 
the public nor even to those in the in- 
surance field that have been following 
Washington developments rather 
closely. Thus by executive order the 
President has put into effect a num- 
ber of the provisions of the Pepper bill 
which failed of passage in Congress. 


Four Types of Beneficiaries 


The funds originally allotted to the 
Federal Security Agency by the Presi- 
dent on Feb. 6 “shall be available for 
providing temporary aid to all civilians 
(including enemy aliens) within the 
United States (1) who are injured as a 
result of enemy attack or of action to 
meet such attack or the danger there- 
of, or who are injured while in the 
performance of their duties as civilian 
defense workers; or (2) who are de- 
pendents of individuals (a) insured or 
killed under circumstances described in 
clause (1), or (b) interned by the 
enemy, or reported as missing under 
circumstances indicating such death or 
internment; or (3) who are being or 
have been evacuated from any area 
under the direction of civil or military 
authority; or (4) who are otherwise in 
need as a result of enemy attack or of 
action to meet such attack or the dan- 
ger thereof.’ The aid provided may 
include money payments, loans (with 
or without interest or security), and as- 
sistance in kind and medical or other 
services necessary for the protection of 
health, safety, or welfare. 


Civilian Worker Defined 


The term “civilian defense worker” 
is defined as any civilian (other than 
federal employes receiving wages for 
such services) who is engaged in the 
aircraft warning service, as a member 
of the civil air patrol or of the U. S. 
Citizens Defense Corps in the protec- 
tive services established from time to 
time by the Office of Civilian Defense, 
or persons registered in_ training 
courses prescribed and approved by the 
Office of Civilian Defense for such pro- 
tective services. The expanded pro- 
grams include civilians in the conti- 
nental United States, Alaska, Hawaii, 
Puerto Rico, and the Virgin Islands. 
Aid under the allocation is to be avail- 
able to civil personnel of the federal 
government to the same extent as to 
other civilians. In determining the aid 
to be provided, any other government 
benefit payments shall be taken into 
account, as far as may be practicable. 


Disability Benefits 


In accord with the President’s letter, 
the Federal Security Agency Adminis- 
trator on Nov. 5 authorized the Social 
Security Board to pay disability bene- 
fits to civilian defense workers and 
other civilians, as enumerated above, 
who have been injured in the perform- 
ance of their civilian defense duties or 
who sustain injuries directly or proxi- 
mately as a result of enemy action oc- 
curing after Dec. 6, 1941; survivor 
benefits may be paid to survivors of 
such defense workers and other civil- 
ians who die from such injuries. Dis- 
ability benefits are payable to persons 
aged 16 and over; after a waiting pe- 
riod of seven days. Benefits for total 


Maniz Loses Suit 
for Damages Under 
Direct Mail Plan 


Isidore P. Mantz lost a decision from 
the Oklahoma supreme court in a suit 
for $5,534 against a life company for hav- 
ing discontinued its mail order business 
on which he was getting 15 percent 
first year and 5 percent renewal commis- 
sions. The lower court held in his fa- 
vor. He charged breach of contract. 

Mantz had a contract in 1932 with the 
old Oklahoma Southern Life to serve as 


| 





ISIDORE P. MANTZ 


actuary at $300 a month for six months 
and $150 a month thereafter and also to 
conduct its direct mail solicitation, tak- 
ing 15 and 5. Also named as a defend- 
ant was Great Republic Life at Los An- 
geles. Oklahoma Southern Life was re- 
insured in Great Republic in 1932 about 
six months after Mantz made his con- 
tract with it. Great Republic in 1934 
was placed in the hands of the California 
commissioner as conservator and was 
operated by him until 1938 when the 
business was reinsured in Postal Union 
Life of Los Angeles. 

Mantz continued to serve as actuary 
but in March, 1933, was notified by 
Great Republic of its intention to termi- 
nate his employment. 

Mantz contended that Oklahoma 
Southern in discontinuing the direct mail 
solicitation method of doing business 
prevented him from obtaining additional 
compensation which he would have de- 
rived. The trial court gave judgment for 
Mantz for $3,000. 

Oklahoma Southern and Great Repub- 
lic contended that the contract intended 
to provide for termination of the actuar- 
ial work only after the expiration of one 
year while the provision for termination 
of direct mail solicitation business was 
another matter and could be discontinued 
anytime it proved to be unprofitable. 
Mantz argued, however, that the mail 
order business was to be continued for a 
minimum period of one year under the 
contract. 

The court found that the construction 
placed upon the contract by Mantz is 
unreasonable. During the time the di- 
rect mail scheme was in operation about 
$109,000 of insurance was sold. The pre- 
miums were $2,254 and the expenses 
were between $8,000 and $9,000 in addi- 
tion to the salary paid to Mantz. He 
was entitled to commissions on the busi- 
ness sold and that is all. 








disability are to be payable at a rate 
equal to two-thirds of the injured per- 
son’s monthly earnings (including in- 
come from self-employment) with a 
minimum benefit of $30 a month and a 
maximum of $85. Benefits for partial 
disability, provided it is permanent and 
at least 30 percent of total disability, 
(CONTINUED ON LAST PAGE) 


Payment of Lawyers’ Fee 
Held to Be Rebate by 
Illinois Department 


Life agents may not pay the fees of 
attorneys taking part in the preparation 
of life insurance cases, it has been 
pointed out by the Illinois insurance de- 
partment upon inquiry by an agent in- 
terested in a pension trust case. The 
prohibition is clearly contained in the 
insurance code, which defines as a re- 
bate the giving by the agent of “any 
paid employment or contract for serv- 
ices of any kind or any other valuable 
consideration to or for insurance. . .” 

Apparently the possibility of avoiding 
the absorption of attorneys’ fees has 
appealed to many life agents, for sev- 
eral similar inquiries have been directed 
to the department. 

It was explained by a department offi- 
cial that the fees in question are such 
as normally would be paid by the appli- 
cant. For the agent to pay such fees, 
he said, would be to grant an induce- 
ment to the applicant to buy the insur- 
ance, and thus would involve in effect 
a premium payment less than would be 
required of other persons. This would 
represent discrimination in premium 
rates, which is prohibited by the 
statute. 

The penalty set forth applies not only 
to the agent, but also could be imposed 
on the agent’s company and the appli- 
cant benefiting by the rebate. 





Penn Mutual Takes Lead 
in Aviation Celebration 


The 150th anniversary of the real be- 
ginning of aviation in America was 
celebrated at the home office of the 
Penn Mutual Life. Under the auspices 
of the Aero Club of Pennsylvania, avia- 
tors, aircraft manufacturers, historians 
and military personnel gathered at an 
invitation luncheon given by John A. 
Stevenson, president of Penn Mutual. 

The reason for the celebration being 
held at Penn Mutual was that the first 
air voyage in the new world had been 
held 150 years ago, on the site of that 
company’s building, at the southeast 
corner of Sixth and Walnut streets in 
Philadelphia. 


First Flight 15 Miles 


There, on Jan. 9, 1793, in the presence 
of President Washington and a great 
assembly, Jean Pierre Blanchard as- 
cended in a _ hydrogen-filled balloon, 
carrying a passport of introduction from 
Washington, the first air-borne letter in 
America. The balloon traveled a dis- 
tance of 15 miles in 46 minutes, and 
landed near Woodbury, N. J 

Among the 170 guests were Brigadier 
General Charles Hines, U.S.A., and 
Rear Admiral A. L. Chantry, U.S.N. 


Plaque Is Unveiled 


Admiral Chantry and General Hines 
unveiled a commemorative plaque which 
is now On permanent display in the cor- 
ridor of the Penn Mutual building, to 
mark the site of the beginning of the 
first air voyage in America. The plaque 
was sculptured from mahogany by 
Charles Reed Gardner, Philadelphia ar- 
tist. A book published by Penn Mutual, 
giving a historical account of the Blan- 
chard flight, was presented by Penn 
Mutual. 

Insurance guests included J. Brooks 
B. Parker, J. Somers Smith and Clifford 
Lewis. 





Propose Saturday Closing 


NEW YORK—As a fuel conservation 
measure the New York Board of 
Trade’s insurance section has sent a 
questionnaire to insurance offices of all 
categories seeking their views on Satur- 
day closing, with only a limited staff for 
emergency services being on hand Satur- 
days. Working hours for the other five 
business days would be extended to 
maintain the usual number of working 
hours per week. 


Sketches Role of 
Insurance in 
Post-War Period 


DETROIT—Duplicating its present 
all-out war effort, the life insurance busi- 
ness was pledged to help in building a 
better world after victory by Holgar J. 
Johnson, president of the Institute of 
Life Insurance, in an address before the 
Economic Club of Detroit. 

“Life insurance in the post-war era 
will provide the same impetus to the na- 
tion’s social progress, as well as eco- 
nomic advancement, as it has in the 
past,” Mr. Johnson stated.. “Life insur- 
ance recognizes its social responsibility 
to help raise the standard of all the 
_ to capture the prize of a better 
ife.’ 


Sees 200 Billion Debt 


Mr. Johnson visualized a_ national 
debt of more than $200 billion after the 
war, but said he did not believe this 
would be disastrous. It is the service of 
this vast debt that counts, he empha- 
sized, and declared that this service 
could be maintained “without any seri- 
ous consequences” if we can maintain 
the national income in the area of $100 
billions annually. 

“As to our being able to do this,” 
he added, “it will depend largely on the 
wisdom of business and government 
planning and working together for full 
employment in the post-war period.” 

Mr. Johnson outlined the main ways 
in which the life insurance business was 
helping in the war effort, and declared 
there remains much to be done on the 
score of selling war bonds to the public 
direct. “It is our hope that a more effec- 
tive plan can be found to use this great 
corps of salesmen who have rightfully 
been called ‘apostles of thrift’ by one of 
the major officials of the Treasury De- 
partment. Their services have been of- 
fered to the government and can be 
even more effectively used. They are 
interested in selling a share of the future 
of America.” 


Morale on Home Front 


Maintaining morale on the home front 
is a major way in which life insurance 
is ow to the war, Mr. Johnson 
said. 

Mr. Johnson discussed the Beveridge 
plan and its program for post-war social 
security for Britain. 

This program, he said, is not a new 
concept and is really the same concept 
as our own social security program, but 
it “proceeds to invade the field of pri- 
vate insurance, which is contrary to our 
American program, which looks upon 
social security as a “floor” or base from 
which we can build our individual se- 
curity. The “security floor,” an ac- 
cepted principle, is a stimulant to addi- 
tional individual security which remains 
the prize of personal enterprise and 
thrift. 

About 1,100, including some 200 mem- 
bers of Qualified Life Underwriters, 
Michigan State Association of Life 
Underwriters and Detroit Chapter, 
C.L.U., heard Mr. Johnson, who was in- 
troduced by G. E. Lackey, general agent 
Massachusetts Mutual, president 
American College and past president of 
N.A.L.U. The audience filled the two 
largest ballrooms in the hotel. 

Befcre launching into his scheduled 
address, Mr. Johnson paid tribute to 
Q.L.U.’s war bond committee, which he 
said has done one of the most out- 
standing jobs of installing series E pay- 
roll deduction plans among the under- 
writers of the nation. The Detroit 
group has installed plans in 1,112 firms 
having a total of 192,606 employes, of 
whom 180,969 are authorizing deduc- 
tions of $1,475,000 per week. This de- 
duction represents 11 percent of the pay- 
rolls of these firms. 

Seated at the speakers’ table with Mr. 
Johnson, Mr. Lackey and Economic 
Club officials were many presidents and 
past presidents of the state and local 
underwriters’ associations and the De- 
troit C.L.U. chapter, including: W. H. 
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McCoy and H. B. Knaggs, New Eng- 
land Mutual; A. Macauley and 
Harold Krutsch, John Hancock; R. M. 
Ryan, J. H. Kennedy and Cloyde Man- 
ion, Equitable Society; H. B. Thomp- 
son; E. W. Owen, Sun Life, (retired), 
L. E. Malone and H. N. Phillips, Sun; 
E. P. Balkema, Northwestern National; 

E. Crampton, Connecticut Mutual; 
Nathaniel Reese, Provident Mutual; J. 
B. Ames, Lincoln National; S. W. Ryan, 
Penn; L. L. Mackey, Home; C. R. 
Eckert and C. F. Hibbard, Northwest- 
ern Mutual; T. F. O’Keefe, Connecti- 
cut General; F. J. Little, Massachusetts 
Mutual; H. C. Brogan, Lansing, Ohio 
National; R. T. Smith, Travelers, J. L. 
Lee, Phoenix Mutual and R. E. Stringer, 
State Mutual. 


Manpower Problem 
Will Be Examined 
ination: wenie PAGE 1) 


a committee to consider manpower 
problems as they relate to life insurance 
and to cooperate with similar commit- 
tees of the National Association of Life 
Underwriters and the American Life 
Convention. The Presidents Associa- 
tion committee is as follows: James A. 
Fulton, Home Life, chairman; Col. 
Franklin D’Olier, Prudential; George 
L. Harrison, New York Life; A. E. 
Patterson, Mutual Life; George W. 
Smith, New England Mutual, and L. 
Edmund Zacher, Travelers. 





Metropolitan Cooperates in 
Food Drive by Hiking Hog 
Production on Owned Farms 


NEW YORK—Metropolitan Life has 
received pledges from approximately 
3,000 farmers on farms Metropolitan 
owns in Iowa, Missouri, Nebraska, 
South Dakota, Minnesota, and Kansas 
to increase production of hogs by about 
75,000 in the spring of 1943. Total pro- 
duction of hogs on these farms this year 
will be about 225,000. 

The Metropolitan plan is under direc- 
tion of Glenn E. Rogers, third vice- 
president in charge of the farm loan 
division. It was conceived by Mr. Rog- 
ers as the company’s answer to the call 
made by Claude R. Wickard, secretary 
of the department of agriculture, to in- 
crease hog production to 121,000,000 
hogs in 1943, or about 50,000,000 above 
the annual average of the past 10 years. 

Under the plan Metropolitan offers to 
help farmers, with whom they have 
close contact, secure supplies needed for 
the work; advance funds, if asked; and 
generally cooperate. The insurance com- 
pany does not expect to profit financially 
from the plan but does expect to break 
even on its expenses in this vast project. 


Wives of Agents in Service 
May Be Licensed in Canada 
TORONTO—Wives of life agents 


who have entered active service may 
soon be licensed either in some parts of 
Canada or all of Canada shortly, so that 
they may carry on the contacts devel- 
oped by their husbands. A recommenda- 
tion to this effect has been approved by 
the Association of the Superintendents 
of Insurance of Canada, according to 
Superintendent McNairn of Ontario, sec- 
retary of the association. It also is rec- 
ommended that such licenses be renewed 
for the duration of the war. 

The association’s standing committee 
on licensing and regulation of agents has 
been instructed to consider any cther 
change in present licensing standards or 
Principles that may be necessary. 








ATTENTION AGENCY EXECUTIVES! 

Do you need an assistant, supervisor, or 
agency manager? Have 20 yrs. broad life in- 
Surance experience North Central States. Seek- 
ing larger permanent opportunity. Versatile and 
aggressive. ag age 49, married. Repl 
to R-13 care The National Underwriter, 175 W. 
Jackson Blvd., Chicago, Ill. 





Action on Chapter 9 
Cal. Companies Held Up 


LOS ANGELES — Superior Judge 
Schmidt at the hearing of the petition of 
Commissioner Caminetti for approval of 
his plan for reinsurance and rehabilita- 
tion of the 12 Chapter 9 life companies 
now in his hands as conservator allowed 
five of the companies to intervene and 
issued an order to show cause why these 
companies should not be returned to 
private ownership, as they are solvent. 

The plan calls for Guaranty Union 
Life to take over and reinsure Alliance 
Mutual Life, Benjamin Franklin Life, 
Equitable of California, Great States 
Life, Master Life, Mount Moriah Life, 
National Guaranty Life, Physicians Life, 
Southwestern Life, State Mutual Life 
of California and Sunset Mutual Life. 


C. W. Gumm Now Supervisor 


MEM PHIS—Clyde R. Welman, 
Memphis tri-state general agent for Na- 
tional Life, has appointed Clarence W. 
Gumm supervisor in charge of west 
Tennessee. Mr. Gumm, who has been 
doing special work for the Memphis 
agency for the past six months, has 
been with the National Life 13 years, 
coming to Memphis from St. Louis. 


Production Results for 1942 Reported 





In some cases figures are estimates only. 
c— New Paid Business—,, -—Change in Ins. in Force—, 
942 1941 1942 1s 


Bankers Life, Neb....$ 12,965,366 


$ 12,322,283 $+ 


942 941 
6,446,660 $+ 4,982,023 


Business Men’s Assur. 29,476,757 35,464,719 + 8,790,816 + 26,069,2791 
Continental Assur.... 45,139,503 101,300,079 +35,772,294 + 92,603,761 
Connecticut Mutual... 95,122,316 108,238,955 + 42,471,304? +51,079,479 
Equitable Life, D.C.. 29,614,285% 38,364,890 +11,085,000 + 20,183,414 
Home Life, N. Y..... 40,091,561 53,055,075 +17,412,417 + 29,596,137 
Lincoln Natl. Life.... 200,738,168 196,559,974 +97,094,808 + 91,582,467 
Monumental Life - 70,228,015 81,518,194 + 30,549,435 + 36,757,631 
Pan-American Life... 22,115,622 22,788,355 + 8,499,519 + 5,202,129 
Provident Mut. Life.. 64,715,962 74,994,871 +17,007,020 + 23,575,420 

45,750,000 52,110,151 +16,000,000 + 24,077,074 


Southwestern Life.... 


1Includes reinsurance of Liberty Life of $17,037,995. 
Certain old annuity contracts, issued prior to 1933, totaling $12,212,891 were 
1 > 


transferred from insurance to annuity accounts as of Jan. 1, 


1942 is on insurance only basis. 
8Ordinary and industrial. 


Increase for 








Previously he was with Massachusetts 
Mutual in Paris, Ill., for eight years. 

Mr. Gumm is a brother of Karl G. 
Gumm, assistant superintendent of 
agencies of National. 





Zimmerman Agency Record 
December was one of the largest writ- 
ten premium months in the history of 
the Zimmerman agency of Connecticut 
Mutual, Chicago. There were many 
small and medium size policies of 
straight life insurance and three large 
pension trust cases involving nearly $50,- 


000 annual premiums, Henry C. Hunken, 
general agent, reported. Pension trust 
cases written included employes of an 
express and storage company of Chi- 
cago, written by K. B. Hollowell, broker. 





Sherman Speaks in Toledo 


The Toledo Life Managers Club had 
as its speaker Jan. 11, C. Milton Sher- 
man, general agent of Connecticut Mu- 
tual Life in Toledo. .His subject was 
“Improving Production of Present 
Agency Force.” 





“How to 


a change,” we suggest: 





Choose a 
Company 


To life insurance men who are “thinking of 


First, select carefully your future territory. 
Second, prepare a list of companies with 
whom you think you would be successful. 
Third, form your own opinion as to whether 
any of your selected companies have reached 
a static condition in their development where 


THE LINCOLN NATIONAL LIFE 
INSURANCE 


Fort Wayne 


Then think! 


where you are. 





Geared To Help Its Fieldmen 





opportunities for a new man are low. Fourth, 
analyze the remaining companies from all 
angles important to you as a field man—-safety, 
size, management, national reputation, variety 
of sales tools and aids, commission scales, etc. 
You may decide to make a 
change, or you may realize you are better off 


COMPANY 


Indiana 
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Julius Selling Agency Makes 
Unusual Sales Record 


NEW YORK—Despite many factors 
which affected new life insurance sales in 
New York City adversely last year, 
Julius Selling, general agent State Mu- 
tual Life, built an agency organization 
of 30 men within a year and brought it 
from 32nd to 17th place among the com- 
‘any’s 56 agencies in paid for business 
for the year, Last May, when Mr. Sell- 
ing had been general agent for five 
months, his agency led the company 1n 
both volume and lives in its annual presi- 
dential campaign honoring President 
Chandler Bullock, although nearly all of 
his agents were new to life insurance. 


Owned Large European Agency 


Mr. Selling, before he left Germany 
in 1933, owned the largest insurance 
brokerage firm in southern Germany 
which had the equivalent of $2,500,000 
in annual premium income, 400 agents 
and 90 office employes. He started in 
the insurance business in the home office 
agency department of a life company 33 
years ago, later going into the field as 
an agent and general agent. He was 
agency director for one of the largest 
companies when he resigned to start his 
own brokerage business at Nuremberg 
in 1922. 

Following his arrival here, he studied 
the business thoroughly, placing some 
business with various companies. He 
joined the agency which he now heads 
in April, 1941, as associate general 
agent becoming general agent in No- 
vember of the same year, with one active 
producer under contract. 


Hires Only High-Grade Men 


In recruiting, Mr Selling makes it a 
rule to hire only high grade men. 
Former business men, bankers, lawyers, 
a Danzig senator, and a few life insur- 
ance men are represented in his organ- 
ization. He turns many applicants away, 
for he will not take a man unless he is 
convinced that the man is thoroughly 
sold on life insurance. 

Mr. Selling said that he will never 
take a man who is too much worried or 
is involved in personal difficulties to too 
great an extent. He urges his men to 
buy life insurance for their own needs. 
His first principle is to Americanize his 
men thoroughly and he is especially in- 
sistent on personal appearance. He be- 
lieves that the process should extend to 
thinking and habits and should not be 
confined merely to outward appearance. 
_ In building an organization, Mr. Sell- 
ing said the problem is not merely 
knowing many people, but to find the 
right one and make him enthusiastic 
about the business. He believes that life 
insurance is the finest thing in the world 
for men and this is the idea which he 
endeavors to implant in his associates. 
His slogan is, “A great believer is a 
great achiever.” 


Keeps in Close Touch With Men 


Mr. Selling operates a school in his 
agency and at the meetings stresses 
mental attitude and then technical 
knowledge of the business. He keeps in 
touch with his men as closely as pos- 
sible, working with them in the field and 
selling personal business when he has 
time. He calls his agency the “Julius 
Selling agency family circle.’ The gen- 
eral agent can never be selfish and must 
always have the interest of his men 
paramount in his mind or they will never 
be loyal to him, Mr. Selling said. 

When G,. A. White was elected presi- 
dent of State Mutual, Mr. Selling held 
a sales campaign in his honor in the 
agency. Stephen Ireland, vice-president 
and superintendent of agencies, called it 
“a splendid success—a demonstration ot 
your qualities of leadership. In the first 
year you have paid for a very remark- 
able amount of business of the finest 
quality and you have much more in 
process.” 

Immediately after his arrival here, Mr. 


Selling took steps to become an Ameri- 
can citizen and he expects his final 
citizenship papers to arrive any day. He 
has a son, Fred M. Selling, formerly 
with the American Foreign Insurance 
Association, now engaged in war work. 

Mr. Selling started his business in 
Nuremberg in 1922 with one chair and 
desk because of the chaotic conditions 
prevailing near the peak of the German 
inflation. He was so convinced that 
there would be a stabilization of the 
mark which would bring about a return 
of normal business conditions that he 





G. A. White, president State Mutual; 
Julius Selling, and R. H. Denny, director 
of agencies State Mutual. 


resigned his position as agency director 
for one of the largest companies. He 
was perhaps one of the first to write 
policies which were payable in English 
pounds and American dollars, permis- 
sible under certain conditions by German 
law. The mark was stabilized in 1923 
and his business developed rapidly. 

Life insurance was one of the few 
things which escaped to a considerable 
extent the destructive effects of the Ger- 
man inflation, he said. Policyholders re- 
ceived from 17 to 30 per cent of their 
money from the life companies when the 
mark was stabilized. Investors who held 
stocks and bonds lost almost everything. 

Between 1933, when he left Germany, 
and 1935, when he came to New York, 
Mr. Selling spent most of his time in 
France and London. He had placed con- 
siderable business through C. T. Bow- 
ring & Co. of Lloyds and was urged to 
remain in England, but he decided to 
join his son in this country, 

In his agency work with ordinary and 
industrial life companies, Mr. Selling had 
very favorable results with women 
agents. He has opened a women’s de- 
partment and expects that it will play 
an important part in the future accomp- 
lishments of the agency. 





Metropolitan Life Makes 
Several Changes in South 


Several managerial changes have been 
made by Metropolitan Life. L. G. Bair, 
manager at Lynchburg, Va., since 1930, 
becomes manager at Roanoke, succeed- 
ing W. H. Owen. Mr. Bair joined Met- 
ropolitan in 1926 as an agent at Or- 
lando, Fla., and was promoted to assist- 
ant manager in the same year, subse- 
quently becoming manager at Lynch- 
burg. 

W. M. Smith, assistant manager at 
Durham, N. C., succeeds Mr. Bair at 
Lynchburg as manager. Mr. Smith 
joined Metropolitan as an agent at 
Greensboro in 1920 and became assist- 
ant manager about two years later, serv- 
ing at Pamlico and Durham. He was 
general assistant manager of the com- 
pany’s southern territory a year. 

H. E. Bearden becomes manager of 
the Knoxville district, of which he has 
been acting manager since last August 
when Manager James Finlayson became 
ill. He joined Metropolitan as an agent 
in Alabama in 1928, became assistant 
manager in 1930 and an agency sales in- 
structor in 1935. He was appointed field 
training instructor in 1936. 








Acacia Mutual Seeks 
$500,000,000 in Force 
by End of Next Year 


The Acacia Mutual Life ended 
the year with $468,000,000 in force. 
President William Montgomery 
now has set $500,000,000 as the 
amount in force at the end of 1943. 
This will be appropriate as this is 
his golden anniversary year as 
head of the company. The Acacia 
Mutual has made great strides and 
is regarded as one of the low net 
cost companies in the business. 








Several Reinsurance Deals 
Approved in Illinois 


Reinsurance of several Illinois con- 
cerns has been announced by the IIli- 
nois department. 

The life business of Bankers Life & 
Casualty, Chicago, has been taken over 
by Illinois Standard Life of that city, a 
stock company formed by John Mac- 
Arthur, which was licensed by the IIli- 
nois department Nov. 30 to write life 
insurance. 

Illinois Standard Life effected a 
merger with Hotel Men’s Mutual Bene- 
fit of Chicago, the latter losing its 
identity and being absorbed by Illinois 
Standard. 

Bankers Life & Casualty, which is 
understood to be continuing operations, 
took over the business of United Burial 
Association of Rockford, Ill., which has 
been in liquidation. 

Northern Burial Insurance Associa- 
tion of Waukegan, IIl., formerly Quiet- 
dale Northern Insurance Association, 
has been changed to the assessment 
legal reserve life basis and retitled 
Northern Trust Life with head office in 
Chicago. The interests behind this new 
company are headed by Vaughn V. 
Moore, well known Chicago life man, 
and the company will have quarters in 
his office in the Insurance Exchange. 

Northern Trust Life will specialize in 
writing wholesale blanket life coverage, 
group, and salary deduction life insur- 
ance. It closed a $570,000 group life 
case late in December. Mr. Moore for- 
merly was vice-president and superin- 
tendent of agencies of Reliance Mutual 
Life. He is general agent of that com- 
pany and is Illinois manager of North 
Star Life. His company has effected 
reinsurance with Alliance Life of all 
over $1,000 on a life, and of all double 
indemnity risk. 

Domestic Burial Association has been 
changed from a stipulated premium to 
assessment burial basis, 

Bankers Life & Casualty, an assess- 
ment life and accident company at Dec. 
1, 1941, had insurance in force $20,134,- 
972 and received $447,876 from policy- 
holders in 1941. 

Hotel Men’s Mutual Benefit, operat- 
ing on the assessment legal reserve life 
basis, had $567,402 insurance in force 
Dec. 31, 1941, and received $11,022 
premiums in the year, with $11,200 
claims paid. Its assets were $52,675 
and total income $26,667. 

Burial had 1,010 members at the end 
of 1941, total benefits in force $311,174, 
assets $3,570, total income $16,312. 
Domestic Burial at the end of 1941 had 
$255,303 benefits in force, 611 members, 
$5,486 assets, $8,729 income. 





Bendiner Slated in N. Y. 


Irvin Bendiner, Philadelphia attorney, 
estate and tax expert, and agent of New 
York Life, will be the speaker at the 
Jan. 21 luncheon meeting of the New 
York City Life Underwriters Associa- 
tion. 


Love Agency Gains 35 Percent 


The central Illinois agency, James R. 
Love, Peoria general agent of New 
England Mutual Life, made a gain of 35 


percent in 1942, which was the largest | 


year in new business in the last four 
years. : 














On January 1, 1942 
the Mutual Benefit inaugurated its 
VETERANS SERVICE ALLOWANCE plan. 
Requiring no contribution from field- 
men, the Company provides a sub- 
stantial monthly income for field 
veterans, men with twenty or more 
years of service, after they reach the 
age of 65, based on their earnings 
during preceding years. 

What do Mutual Benefit fieldmen 
think of the plan? Listen to just this 
small sample: 


FROM AKRON — “The heartbeat ac- 
celerates and with it all comes a deep 
appreciation to the Company for the 
splendid spirit shown to the men in 


the field.” 


FROM ATLANTA — “The best thing 
the Company has ever done for the 
benefit of its agents.” 


FROM BUFFALO — “I did not need 
this latest act of the Company to in- 
crease my loyalty and admiration. It 
is one of the finest things ever done.” 


FROM DETROIT — “After so many 
years of planning retirement incomes 
for others, it’s a grand and glorious 
feeling to be on the receiving line my- 
self under a plan which was not ima- 
gined during my more active years.” 


FROM N. Y. C.— “It is just another 
example of the reasons that make so 
many of us go on year after year 
preaching Mutual Benefit—knowing 
that the service to the public and 
also the treatment of the representa- 
tives is outstanding and equalled by 
no other company.” 


A GOOD POLICYHOLDERS’ COMPANY 





A GOOD AGENTS’ COMPANY 
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Indianapolis Life Figures 
for 1942 Are Digested 


General agents of Indianapolis Life 
met at the home office last week and 
heard preliminary 1942 figures from 
President E. B. Raub. In several partic- 
ulars the company had the best year in 
its history. Mr. Raub reported gain in 
new paid for business was 6.7 percent, 
insurance in force increased $6,800,000 
compared to $5,700,000 in 1941, the total 
being $127,400,000. 

Lapse ratio was the lowest of record, 
both on total and renewals. Net surplus 
gained $200,000, calculated on a strin- 
gent basis. Market value of bonds and 
stocks exceeded book values by $298,949. 
Total real estate owned, including home 
office building, is but 5 percent of the to- 
tal assets and much of this is under good 
contracts of sale. January is starting 
off quite well in production of new busi- 
ness, Mr. Raub said. 

The annual meeting of agents from 
central states will be held early in Feb- 
ruary at Indianapolis. 


Mahatfa Bankers of Iowa 
Leader; Tops Million 


: DES MOINES—Top-ranking agent 
for the Bankers Life of Des Moines in 
production during 1942 was Walter B. 
Mahaffa of Rockwell City, Ia., who has 
a territory consisting of two rural coun- 
ties with a total population of 35,000. 
Mr. Mahaffa hit the million dollar 
mark for the third time in his 21 years 
with the company with his 1942 pro- 
duction of paid for business at $1,016,- 





770. He also sold $1,147,750 in 1926 


and $1,249,250 in 1929. Ninety percent 
of his business was rural. The largest 
city in his territory is less than 5,000 
population. 

Top producing agency was that of 
W. K. Niemann at Des Moines which 
walked off with the championship 
honors again for the seventh straight 
year. The agency had a total issued 
business of $3,874,971, which was $277,- 
288 over its 1941 figure, 

Second agency honors went to that 
of L. W. Spickard at Milwaukee which 
did $2,31€,985, and that agency also 
showed the best increase with 129 per- 
cent in excess of its 1941 figure. 





Conn. Bank Record in 1942 


The first year business of Savings 
Bank Life Insurance in Connecticut re- 
sulted in $1,178,500 of insurance in force 
with $1,553,800 applied for through the 
18 mutual savings banks identified with 
the system. The banks in the three large 
industrial cities, Bridgeport, New Haven 
and Waterbury, account for about two- 
thirds of the business written. Almost 
75 percent of the applications for the 

rst year were from working people and 
members of their families. 

Number of policies issued was 1,341 
and of this number only five persons 
allowed their policies to lapse. Of the 
applications 83 percent were for $1,000 
or less and 10 percent applied for the 
maximum of $3,000; 46 percent of the 
applicants had no previous insurance 
when making application. 





Hear Inspection Manager in L. A. 


LOS ANGELES—R. P. Beckham, 
manager of the Los Angeles office of the 
Retail Credit Co., addressed the Life In- 
surance Managers Association on “An 
Inspection Man’s Angle on How to Get 
Business Issued as Applied For.” He 
said that getting business issued as ap- 
plied. for is the result of complete inves- 
tigation and that one of the reasons why 
it is not issued as applied for is that the 
producer did not do a proper job in mak- 
ing his investigation at the time of the 
sale. 





Course at Appleton, Wis. 


J. A. Close of the faculty of Lawrence 
College, Appleton, Wis., will be instruc- 
tor of a 16-week course on finance for 
life men there preparing for the C.L.U. 
€xamination 


IN U. S. WAR SERVICE 


Ollie H. Jessie, assistant secretary of 
the accident and liability department of 
Aetna Life, has been commissioned a 
captain in the army and is now on duty 
in the office of the provost marshal gen- 
eral in Washington. 

Ben Adams, group supervisor of 
Provident Life & Accident in Chicago, 
has been commissioned a lieuttnant in 
the navy and assigned to the engineer- 
ing division. 

Helen Westerdale, formerly secretary 
to F. J. Little, Massachusetts Mutual, 
then president of Qualified Life Under- 
writers of Detroit, has been advanced 
from third to second officer in the 
WAAC’s. She is stationed at Daytona 
Beach, Fla. 

Cyrus K. Shepard, assistant general 
agent of Lincoln National Life in Los 
Angeles, under his father, Walter T. 
Shepard in charge of brokerage busi- 
ness, has been inducted into the army 
and now is at Fort McArthur. 


Two executives from the home office 
of Old Republic Credit Life recently 
received commissions in the naval re- 
serve and are on active duty and H. C. 
Blakeslee, who was in charge of the 
mortgage risk division, has entered the 
plant protection service of the ordnance 
department with headquarters in Chi- 
cago. Vice-president James H. Jarrell 
is a lieutenant in the navy, stationed 
temporarily in Washington. Arthur J. 
Cade, who was field supervisor, is an 
ensign, located at Omaha. 

Cabell M. Tabb, manager of the life 
and accident department of Tabb, Brock- 
enbrough & Ragland, Richmond local 
agency, is now an ensign in the U. S. 
navy, stationed on a destroyer in the 
southwest Pacific. He is a son of T. 
Garnett Tabb, senior member of the 
firm. 

Chalmers F. Zahniser, vice-president 
and director of agencies of Standard 
Life of Pittsburgh, has been commis- 
sioned a_lieutenant in the naval reserve 
and is stationed at the office of naval 
officer procurement there. Mr. Zahniser 
joined Standard Life in 1932, working 
first in Altoona, Pa., and then in Phila- 
delphia. In 1936 he was named home 
office general agent in Pittsburgh. He 
is a past-president of the Pittsburgh 
ce. EZ U: 


The service flag between the two 
home office buildings of Prudential in 
Newark now shows that the company 
has 2,385 employes in service. 


Capt. Ernest Gray, Jr., son of the 
well known assistant manager in Des 
Moines of Prudential, has been promoted 
to the rank of major. He is attached to 
the headquarters armored force, Ft. 
Knox, Ky. He entered the Army three 
years ago as a second lieutenant. His 
father is a past president of the Des 
Moines Association of Life Underwriters 
and a former trustee of the N.A.L.U. 

C. H. Sutman, home office under- 
writer, and R. S. Kohn, director of pub- 
lic relations of Security Mutual Life, 
have been granted leaves of absence to 
enter the armed forces. Mr. Sutman, 
formerly a home office underwriter with 
Penn Mutual, has been accepted for 
officer training. 

William D. Bacon of the home office 
field training department of Occidental 
Life of California was sworn into the 
naval reserve as a lieutenant (j.g.) and 
has been ordered to active duty. He 
has been in charge of advertising and 
sales promotion since Sept. 1, 1941, and 
is president of the Occidental Club. 











Fiske Ventres of Fidelity Mutual Life 
and representative to the Connecticut 
legislature from Avon, is the new chair- 
man of the legislature’s house committee 
on insurance. During the last session 
of the legislature, he was a member 
of the insurance committee. Mr. Ventres 
is director of the Hartford Life Under- 
writers Association and Hartford county 
chairman of the Life Underwriters War 
Bond committee. 


U. C. Offered prospects 
this complete income 


tax booklet 20% 


gue y2/ 


This complete and up- 
to-the-minute guide to 
income tax problems is 
published by Prentice- 
Hall, and is one of the 
most authoritative 
sources of tax informa- 
tion available. It was 
offered to 8,000 Union 
Central prospects free 
of charge in 1942. The 
amazing number of 
1600 sent for the book- 
let... twenty percent! 

















... but UC. agents predict an 
even greater response to the 1943 edition! 


The prospect group which will be inter- 
ested in this valuable booklet this year 
will involve more people than ever before. 
Over 10,000,000 more income tax returns 
are expected to be filed in 1943 than last 
year... a vast market that U. C. expects 
to tap successfully with the help of this 
really fine aid to prospecting. 





IT’S TIMELY, EFFECTIVE HELP LIKE THIS 
THAT MAKES UNION CENTRAL A REAL 
“AGENTS’ COMPANY”! 


The UNION CENTRAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
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Manpower Survey in Life Insurance 


Any group entrusted with the job of 
making a manpower survey to deter- 
mine the relative importance of various 
categories of life insurance people will 
doubtless wish it could resort to the 
answer given by the student who, when 
asked in an examination to list the ma- 
jor and minor prophets of the Old Tes- 
tament, wrote: “Far be it from me to 
draw any invidious distinctions between 
these great men.” Nevertheless it 
seems advisable that such a survey be 
undertaken and completed as soon as 
possible. The Kennet report has done it 
for the insurance business in England. 
In this country the war manpower 
commission manning tables have done 
a somewhat similar job for a number 
of industries. 

There can be no doubt of the essen- 
tial place of the life insurance business 
in the war effort. As a means of tap- 
ping the people’s savings for invest- 
ment in the war effort, as a way of di- 
verting excess spending power away 
from the inflationary stream, as a sus- 
tainer of morale among the armed 
forces and on the home front, the value 
of life insurance has been acclaimed not 
only by life insurance men but by emi- 
nent authorities outside the business. 

Yet if there is a real shortage of men 
to turn out the tools of war the life in- 
surance business can hardly maintain 
that it fs so essential to the war effort 
that it should be exempt from the man- 
power demands from industries more 
directly related to the war efforts. Be- 
cause of the vital need for doctors and 
nurses in the army and navy, the gov- 
ernment has had to leave many com- 
munities with greatly curtailed medical 
and nursing service. If it becomes 
necessary to whittle down the life in- 
surance sales and service facilities to 
the public it would not mean that the 
government considers life insurance a 
non-essential any more than it consid- 
ers medical and nursing service for 
civilians non-essential. But at the same 
time it seems unlikely that there will be 

“hands off” policy as far as the in- 
surance business is concerned any more 
than in the case of doctors and nurses. 

In his widely quoted article, Harry 


Hopkins, confidential adviser to Presi- 
dent Roosevelt, stated that all branches 
of the insurance business would have 
to contribute some 300,000 workers to 
the war industries in the approaching 
mobilization of manpower. This state- 
ment implies either that Mr. Hopkins 
does not consider the insurance busi- 
ness very essential or else that he be- 
lieves it to be greatly overmanned. 
Whether the 300,000 figure was a typo- 
graphical error or whether it represents 
the considered opinion of those in 
charge of the manpower program it 
would seem desirable for leaders in the 
life insurance business to bring in their 
own manpower survey rather than sit- 
ting back and relying solely on the 
good judgment of the federal authori- 
ties in selecting and demanding only 
such personnel as can be spared with a 
minimum of interference with the essen- 
tial services of life insurance. True, such 
a survey would raise a great deal of 


controversy, particularly among those 
held to be less essential than some 
others, There is also the disadvantage 


in the eyes of some, namely that a sur- 
vey would make it easier for the gov- 
ernment to make its selection when 
otherwise things might be allowed to 
run along about as they are. The lat- 
ter, however, seems a rather vain hope. 

One point that could well be borne 
in mind in any survey is that while 
service to present policyholders should 
be given first place the job of putting 
new policyholders on the books should 
not be brushed aside as a wartime non- 
essential. The Kennet report tends to 
slight the importance of new business. 
Perhaps this is because new business is 
not solicited so actively in Great Britain 
as it is in the United States and 
Canada. 

From a long range public service 
standpoint, however, it is as essential 
to continue soliciting new prospects as 
it is to continue giving service to those 
already on the books. In addition, there 
is the important fact that many life in- 
surance agents also sell war bonds, If 
they cannot keep on selling insurance 
they cannot keep on selling war bonds, 
either. 


False View of State Economy 


Word comes from Lansing, Mich., 
that Governor Kelly of that state will 
recommend to the legislature that the 
insurance department become a unit in 
an omnibus division or bureau with the 


idea of economy in mind. As far as 
economy is concerned we are sympa- 
thetic with Governor Kelly because 
taxes in all directions are running wild. 
It is time that rigid economies be ef- 


fected but not at the expense of the 
welfare of the people. 

A few states have tried putting their 
insurance departments under some gen- 
eral supervising head who also looks 
after other state units. The plan has 
been a conspicuous failure simply be- 
cause the insurance department is one 
of the most important ones in a state 
portfolio. The insurance department is 
one of the heaviest contributors to the 
state revenue, second only to the motor 
vehicle division. The insurance depart- 
ment naturally has to do with the pro- 
tection of the people along personal and 


property lines. Some years ago the 
Illinois governor conceived the same 
idea as Governor Kelly has in mind, 
banding together three or four state 


units under one head. After it had been 
given a good trial, by legislative act the 
state insurance department was re- 
turned to its former position as a sep- 
arate part of the governor’s cabinet. 
One of the chief features that con- 


fronted the public and the insurance 
men in the double decker scheme was 
the lack of definite authority. Some- 
times the man in immediate charge of 
the insurance department would seem 
to have the final word and at other 
times the supervisor of the division. 
There was always confusion and lack 
of certainty in the way the state insur- 
ance departments’ activities were ad- 
ministered, 

Here is one of the great departments 
of state that should be set apart by it- 
self, having over it a commissioner of 
final authority. When people have to 
go to two different state officers to get 
a ruling the time consumed mounts up 
steadily and the results are not satis- 
factory at home. It would be unfortu- 
nate for a great state like Michigan to 
have a scheme of this kind that has 
proven a failure in other states, It 
would be a calamity to the citizens and 
to all who have any dealings with the 
state insurance department. 








PERSONAL SIDE OF THE BUSINESS 





Samuel J. Johnson, secretary of Mas- 
sachusetts Mutual Life, celebrated his 
40th anniversary 
with the company. 
He joined the com- 
pany as_ stenogra- 


pher to the late 
William H.  Sar- 
geant, then vice- 


president and later 
president. Follow- 
ing many promo- 
tions, he was ap- 
pointed manager of 
the purchasing and 
supply department 
in 1920, assistant 
secretary in 1925 
and secretary in 
1928. All office policies and routine are 
under his direction. When Mr. Johnson 
was first employed by Massachusetts 
Mutual the company had 60 clerks in 
the home office and now has a personnel 
of 900. 


C. Petrus Peterson, general counsel of 
Bankers Life of Nebraska, has been 
made chairman of the insurance, banking 
and commerce committee of the Ne- 
braska legislature. 

John J. Hosch has completed 50 years 
with the Wisconsin branch of New York 
Life, Milwaukee, and holds the oldest 
contract with the company in that state. 
His life insurance career started five 
years earlier in 1887 as office boy for 
Northwestern Mutual, In 1890 he was 
made assistant to the cashier of that 
company and in 1892 joined the New 
York Life as cashier. He has been a 
field worker since 1895. He has placed 
more than $15,000,000 of business on the 
books of New York Life. 

Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention of Chicago, is recuperating at 
the Pioneer Hotel, Tucson, Ariz., and 
is getting along in good shape. He will 
not be able to return to his work for a 
number of weeks. Colonel Robbins had 





S. J. Johnson 


a severe ordeal and shock and hence it 
will take time to get back into form. 

J. A. Reinhart, Wichita manager of 
Bankers Life of Iowa, has been made 
secretary of the Cooperative Club there. 

Joseph W. Ray, Travelers, has been 
elected president of the Columbus, O., 
board of education. 

C. W. Reuling, of Reuling & William- 
son, Peoria, Ill., general agents Massa- 
chusetts Mutual, has been appointed 
chairman of the 1943 investment com- 
mittee of the board of the Federal Home 
Loan Bank, Chicago. 

O. E. Naffziger, Aetna Life agent at 
Peoria, Ill., has been appointed director 
of the division of worship and evan- 
gelism of the Peoria church council in 
charge of a committee preparing the 
annual noon-day Lenten services. 

Charles W. Phillips, agency manager 
of Atlantic Life, is visiting agencies of 
the company in Texas. 

J. Dan Talbott, former head of the 
Kentucky insurance department, who has 
since been state commissioner of finance, 
has resigned that post, and plans to re- 
tire. 

Guy H. French, agency director of 
the South Dakota branch of New York 
Life at Sioux Falls, and secretary of the 
Sioux Falls Life Underwriters Associa- 
tion, was a speaker on a 50-minute war 
bond auction over a radio station there 
during which $5,000 worth of war bonds 
were sold. 





DEATHS 


Mrs. Anna Eulalia Graham, mother of 
Vice-president W. J. Graham of Equi- 
table Society and of T. B. Graham, 
fourth vice-president of Metropolitan 
Life, died Jan. 8 in Louisville, where 
she had lived for more than 50 years. 
Besides her two sons Mrs. Graham is 
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Provident L. & A. Veterans 








Here pictured are the members of the 
home office Quarter-Century Club, all of 
whom have served Provident Life & Ac- 
cident for 25 years or longer. Heading 
the group is President Robert J. Maclel- 
lan, who had completed his 37th year of 
continuous service as a Provident execu- 
tive. Other top-ranking veterans in point 
of service include W. C. Cartinhour, 
vice-president and secretary; L. N. 
Webb, vice-president, both having 32 
years service; John Neligan and Miss 
Frances Amos. 

The occasion was a luncheon with an 
attendance of some 300 home office 
members and agency representatives. 
The Provident’s service flag and plaque 
were prominent features in the ballroom, 





and current military songs were used as 
group numbers in paying tribute to the 
men in the service President Maclellan 
brought greetings, as did Vice-president 
Cartinhour, who pointed out that up- 
ward of 45 percent of the home office 
male members, dating from the start of 
selective service, are now with the col- 
ors. Bart Leiper served as master of 
ceremonies. 

In the picture above (left to right), 
standing, are J. O. Carter, treasurer; 
Miss Lily Crozer, L. N. Webb, J. T. Nel- 
igan and H. R. Bradshaw; seated, Miss 
Pearl Hall, W. C. Cartinhour, Miss 
Helen Rowland, R. J. Maclellan and 
Miss Frances Amos. Not shown in the 
picture is Mrs. Lynn Carlock. 








survived by two daughters, Mrs. A. 
Graham Donald of Edinburgh, Scotland, 
and Mrs. T. A. Bohon of Louisville. 
Mrs. Graham’s husband died 35 years 
ago. 

John W. Walker, who died in Little 
Rock the other day at the age of 28 
after an illness of 
about 12 days, was 
vice-president and 
agency secretary of 
Union Life of that 
city. He graduated 
from the Univer- 
sity of Arkansas 
and then following 
a tour of Europe 
and the United 
States he became 
associated with 
Union Life. He 
was a young man 
of most attractive 
personality and 
gave much promise. His brother, Elmo 
Walker, is secretary of Union Life, and 
his father, J. W. Walker of Rogers, 
Ark., is president of Union Life and of 
Progressive Life of Rogers. 


Modie J. Spiegel, 72, who died at his 
home in Kenilworth, IIL, was chairman 
of Old Republic Credit Life of Chicago, 
His active business interest was in 
Spiegel, Inc., mail order house of which 
he was chairman. He was the largest 
single stockholder of Old Republic. 


Frank L. Underwood, vice-president 
and treasurer of Interstate Life & Ac- 
cident, died recently. 


Edward F. Porter, agent and former 
Supervisor of the Weise general agency 
of Northwestern National Life in Chi- 
cago, died from leukemia. He had been 
with the agency about three years and 
retired as supervisor some time ago be- 
cause of ill health. Mr. Porter was 47 
years of age and had been in the life 
business about 15 years. Formerly he 
Was manager of the Chicago home office 
agency of Mutual Trust Life, previously 
having been with Pacific Mutual Life in 
Chicago, doing some supervisory work. 

E. H. Lestock Gregory, 72;:for more 


than 30 years successful general agent 
ot the Aetna Life in San Francisco, who 





John W. Walker 


retired in 1933 because of ill health, died 
in Colorado Springs, where he has lived 
for the past few years. He brought many 
men into the business who later became 
agency leaders. 

C. V. Dykeman, veteran retired super- 
intendent of Prudential in Long Island 
City, N. Y., died at his home in Brook- 
lyn Jan. 11. He had suffered a stroke 
on New Year’s day. He was active in the 
New York City Life Underwriters Asso- 
ciation prior to his retirement some 
years ago and was for many years dean 
of Prudential superintendents. He head- 
ed the New York association early in 
the century. 

Mr. Dykeman took a keen interest in 
Masonic work and was former national 
head of the Shrine. He was extremely 
popular with other agency heads in the 
New York area. Even after his retire- 
ment he kept up his contacts and made 
many new ones. Mr. Dykeman would 
have been 87 years old Feb. 6. 

Since his retirement as superintendent, 
Mr. Dykeman had been connected with 
the Brevoort Savings Bank in Brook- 
lyn. He was elected first vice-president 
in 1939. 

L. K. Nichols, 65, associated with the 
Forshay Insurance Agency at Anita, 
Ia., died last week. R. W. Forshay, 
head of the agency, is a past president 
of the National Association of Insurance 
Agents. Mr. Nichols specialized in life 
insurance and in earlier years held ex- 
ceptional production records. 





N. J. Gift Tax Law Urged 


New Jersey should enact a “gift tax 
law” to plug a loophole in present stat- 
utes covering inheritance taxes, W. D. 
Kelly, New Jersey commissioner urges. 
Under the present law, gifts made dur- 
ing lifetime are tax-free unless the state 
proves they were made in contemplation 
of death. 





Wiese Third in December 


The Wiese agency of Northwestern 
National Life in Chicago ranked third 
for December written business and 
seven full-time agents qualified for the 
company’s honor roll in the month.. 








1943 
The Task—The Means—The Hour 


sw United States—and Life In..urance—are entering the second 
year of war. Employment, national and individual incomes, and 
taxes are the highest in our history. Living costs too have risen. 
Yet, when all these pluses and minuses are added together, the net 
result for 1943 according to current estimates will be $40 billions of 
excess spending power after taxes and spending for consumers goods 
is deducted. With savings estimated at $24 billions, the net excess 
is $16 billions. 

What are we going to do about it? For, to a very large degree, 
because of the prestige of the institution of life insurance, because 
of our trained sales forces, our wide investment facilities and the 
public acceptance of life insurance as a cash reserve, as replacement 
power, as the safe investment—because of these characteristics 
which are those of life insurance alone,—this problem of excess 
spending power is ‘‘our baby.”’ 

And never before has there been a time when life insurance was 
faced at once with such a problem and so great an opportunity. 

Guardian Field Men and Women—1943 is the time for high hopes 
in this business. And for bold action. It was at such a time as 
this—with taxes at near peak-level, with War Bond buying eating 
into purchasing power, with field forces depleted 25%, and the war 
one year old—that Canada increased new life insurance sales by 
17%. 

That is salesmanship inspired. It required planning, thinking, 
long hours, stepped-up calls, purposeful -prospecting, grit and 
courage. 

That is our job for 1943. 


An Editorial in the current issue of SERVICE, 
house organ of the Guardian Field. 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
NEW YORK CITY 


A MUTUAL COMPANY ESTABLISHED 1860 








HEARD IN A BLACKOUT 


AFTER | JUST EARNED PEANUTS All 
THROUGH THE DEPRESSION, IT SURE 
WOULD BE TOUGH IF SOMETHING 
HAPPENED TO ME NOW. 


WHAT YOU NEED IS RELIANCE LIFE’S 
PERFECT PROTECTION* . . . THE 
INSURANCE THAT COVERS DEATH 

AND RETIREMENT, DISABILITY, 
ACCIDENT OR SICKNESS. 


*PERFECT PROTECTION ... the perfect answer 
to the problem of furnishing protection for 
the man whose time is more valuable today than 
ever before. And the perfect answer, too, for 
every insurance agent who wants a policy 
keyed to the times—whether we're at war or not. 
Thousands have expressed their preference for 
Perfect Protection in peacetime. Thousands more 
will repeat that expression in the days ahead. 
Ride a favorite . . . get details about Perfect 
Protection from your nearest Reliance Manager, 
or write to 


RELIANCE LIFE 


INSURANCE CO. OF PITTSBURGH 
Farmers Bank Building Pittsburgh, Pa. 
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NEWS OF THE COMPANIES 





Equitable of lowa 
Tops 12-Year Record 
in December 


Equitable Life of Iowa completed 
1942 with the largest December volume 
of new business paid for since Decem- 
ber, 1930. Paid volume for the month, 
including annuities, was $7,309,881, rep- 
resenting a gain over December, 1941, 
of $1,135,827 or 18.4 percent. 

Total paid business in 1942, including 
annuities, was $56,594,492. Life insur- 
ance in force recorded a substantial gain 
during the year of $15,712,980, increasing 
the Equitable of Iowa’s total in force to 
a new high of $634,433,013. 

Albert Rose, vice-president Hoey & 
Ellison Life Agency, New York City, 
led all agents for the second successive 
year with $2,919,525 personal produc- 


tion. Other top producers in order were: 
2. W. R. Deatherage, Dubuque, Ia.; 3. 
H. J. Miller, Philadelphia; 4. J. M. Ut- 
ter, Seattle; 5. W. B. Strief, Des Moines; 
and 6. A. F. Mason, Philadelphia. 








| __ INCOME IS 


FROZEN!” A good answer: “In- 
comes frozen by death never un- 
thaw.” 

* * x 
KEN CASSIDY sends me a re- 
markable study of public relations 
prepared by the California Asso- 
ciation. Though not for general 
mailing, I am sure Mr. Cassidy 
will be glad to make it available 
to responsible agency heads. 

x -: & 


ERIC JOHNSON (NOW MAJOR 
JOHNSON) tells us he is lost 
without “Management Plans” 
and asks that it be sent him at 
his headquarters office. For many 
years, Eric and “Management 
Plans” have been good friends. 
x ok Ok 


O. E. ANDERSON, John Han- 
cock’s director of agencies, orders 
7,000 reprints of “The R & R 
Magazine” tax story. “Identify 
this as coming from the magazine 
so our men will have their atten- 
tion called to its great value.” 
x Ox 
TO CAPT. H. H. WILSON go 
200 of R & R’s “Financial Manual 
for the Service Man.” Doing a 
good service job for the soldier 
is today’s biggest goodwill op- 
portunity. 
* Ok 

NO BETTER THOUGHT 
FOR NOW than Lt. Farrow’s 
famous memo: “Build each day 
as though the future were a cer- 
tainty.” 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 











Twenty-two of Equitable’s 58 gen- 
eral agencies paid for in excess oO 
$1,000,000 in 1942 with Hoey & Ellison, 
New York City, leading with $5,936,974. 
Other leading agencies were: Wallis & 
Sons, Philadelphia, $2,879,508; H. S. 
Bell, Seattle, $2,377,305; P. B. Rice, Har- 
risburg, $2,155,863 and F. L. McCor- 
mick, Des Moines, $2,109,797. 


World of Omaha 
in Life Field 


LINCOLN, Neb. Directors of 
World of Omaha have adopted an 
amendment to its articles of incorpora- 
tion permitting it to enter the life insur- 
ance field, which has been approved by 
Insurance Director Fraizer. The pro- 
posal will be submitted to policyholders 
at their annual meeting, and is fairly 
certain to be approved. 

As an accident and health company, 
under its present management it has had 
an unusual growth. Assets now exceed 
$1,200,000, and the premium income in 
1942 was more than $3,000,000. Five 
years ago it was less than $300,000. 
Officers are: President, T. D. Eilers; 
Secretary, J. F. Micek, and Treasurer, 
D. L. Eilers. They with William Peare- 
man and E. E. Karsjen constitute the 
board of directors. 

It has received a large volume of busi- 
nes from a reinsurance contract with the 
insurance department of the Brother- 
hood of Railway Trainmen, Cleveland 
fraternal, with which President Eilers 
has been prominently connected. 








Liens on Central States 
Policies to Be Reduced 
15 Percent on April 1 


ST. LOUIS—A 15 percent reduction 
in the liens against certain policies of 
the Central States Life will be made 
April 1 by Mutual Savings Life. 

The 15 percent allowance will be paid 
in cash to policyholders who paid off the 
principal sum of the total lien against 
their policies and also to the holders of 
participating certificates that were given 
to holders of matured endowment pol- 
icies on which there was a lien at the 
time of maturity. Some 20,000 policy- 
holders of Central States Life will bene- 
fit. The payment will exceed $730,000. 

No liens were placed against policies 
that were registered with the Missouri 
department since 1934. 

The lien reduction of 15 percent re- 
flects the first 15° months of operations 
of Mutual Savings Life, or earnings ap- 
plicable to the lien reducing program of 
1 percent per month. 





Pan-American Reports 
Outstanding Gains for ‘42 


A preliminary report of Pan-American 
Life shows marked increases for 1942. 
Life insurance written was approximate- 
ly $25,000,000 and insurance in force is 
$189,500,000, a gain of over $8,500,000 for 
the year, which is the highest increase 
of insurance in force enjoyed by the 
company during the past 13 years. 

Assets at Dec. 31, amount to over $48,- 
250,000, an increase of over $4,000,000. 
The total paid to policyholders and bene- 
ficiaries since organization exceeds $70,- 
000,000. 


Ohio State “in Force” Gain 
in 1942 Nearly 7 Million 


Reporting a gain in 1942 of $6,961,227, 
Ohio State Life now has insurance in 
force of $117,035,555. The gain in in- 
surance in force in 1942 was $1,136,997 
greater than in 1941. In the last five 
years the gain has been 27 percent, or 
$25,000,000. Insurance written in 1942 
was $13,198,364. The accident and health 


department reported a gain of 3 percent 
in premiums received. 

For the second consecutive year, the 
home office agency, R. G. Leuzinger, 
manager, led all agencies of the com- 
pany. It was followed by the Toledo 
and Cleveland agencies. J. C. McFar- 
land, general agent in Cincinnati, was 
the leading producer in 1942. Willard 
Morris of the home office agency was 
second in volume of insurance written 
in 1942 and Alfred Guay, Los Angeles 
general agent, was third. 

Because of transportation difficulties, 
the annual agency convention which was 
to have been held in Columbus Feb. 1-2 
has been cancelled. Those who were 
qualified to attend the convention will 
be presented war bonds instead. 


B. M. A. Shows Large Gain 
in New Business for 1942 


Business Men’s Assurance in 1942 
showed a gain in assets of more than 
$3,000,000, or well over 10 percent, ac- 
cording to preliminary figures. Insur- 
ance in force increased from $152,491,802 
to $161,282,618. 

Although mortality under life insur- 
ance and disability experience under ac- 
cident and health contracts were below 
normal, total benefits paid policyowners 
increased from $2,814,048 to $3,092,044 in 
the year. Claims paid since organization 
total more than $54,000,000. New paid 
life insurance increased from $25,464,719 
in 1941 to $29,476,757 in 1942, and first 
year premiums on accident and health 
insurance were about one-third greater 
than on new life insurance. Total sales 
for the year were equivalent to more 
than $70,000,000 of life insurance. 

Membership in the company’s leading 
Honor club increased from 149 to 172, 
and there was a proportionate increase 
in other production clubs. 








Jefferson Standard Has 
Eyes on Half Billion Goal 


Jefferson Standard Life, Greensboro, 
N. C., has released advance figures 
showing sales in 1942 over $46,000,000. 

The company made a gain in life in- 
surance in force of $20,000,000, the to- 
tal now standing at more than $470,- 
000,000. 

Lapses continue to show a big de- 
crease. The actual volume of business 
going out of force in 1942 was less than 
any year since 1920. There was a re- 


duction of $4,000,000 in lapses from 
1941 and $6,000,000 from 1940. 
Plans for 1943 include a drive to 


reach the $500,000,000 mark in life in- 
surance in force as quickly as possible. 





New Idaho Insurer Licensed 


Credentials of Security State Life of 
Boise have now been filed with the 
Idaho department. The company has 
been in process of organization for 
some time. There are more than 500 
stockholders. Capital is $100,000 and 
net surplus $50,000. C. H. Easter is 
president; L. S. Harrison, vice-presi- 
dent; P. G. Batt, secretary, and G. L. 
Jenkins, treasurer. 





Lutheran Mutual Business Up 


New business for Lutheran Mutual 
Life in 1942 was $13,238,850, an increase 
of 11.38 percent over 1941. Insurance in 
force increased approximately 11 per- 
cent. 





Lewis Made Colonial Editor 


Colonial Life has appointed Llewellyn 
S. Lewis editor of the “Colonial News,” 
succeeding E. B. Griffith, retired, in ad- 
dition to his present position of super- 
visor of field personnel and training. 





Gains for Lincoln National 


Lincoln National Life’s preliminary re- 
ports show $200,000,000 in new business 
for 1942, a gain of over $4,000,000. In- 
surance in force now totals $1,287,000,- 
000, a gain of $97,000,000. 
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AMONG COMPANY MEN © 





Vogel Liberty Life 
Acting President 


Henry L. Vogel has been named act- 
ing president of Liberty Life of Green- 
ville, S. C., taking the place left vacant 
by the death of W. Frank Hipp. A 
permanent president will be named at 
the annual meeting of the directors Jan. 
29, Mr. Vogel has been vice-president 
in charge of underwriting. 





Gary Agency Supervisor of 
Kentucky Home Mutual 


J. Carson Gary has been named 
agency supervisor of Kentucky Home 
Mutual Life. He 
has had considera- 
ble life insurance 
experience, both as 
an agent and an 
agency builder. 
Previously he was 
for more than 20 
years a teacher in 
various schoo!s of 
Kentucky. He re- 
ceived his master’s 
degree in  educa- 
tional administra- 
tion and = supervi- 
sion from Univer- 
sity of Kentucky. 
Mr. Gary long has been interested in 
collegiate athletics, particularly basket- 
ball, having been coach in several ‘west- 
ern Kentucky schools. 





J. C. Gary 





Knight Is Advanced to 
Supervisor of Agencies 


Harland L. Knight has been ap- 
pointed supervisor of agencies by Union 
Mutual Life. Since 
1941 he has been 
assistant superin- 
tendent of agen- 
cies. President 
Rolland E. Irish 
said: “Mr. Knight 
has been closely as- 
sociated with me 
in various capaci- 
ties, since I first 
came with _ the 
company. In each 
of the assignments 
given him he has 
shown exceptional 
. ability and, through 
his long knowledge of the purposes and 
plans of the company and in recent 
years of the agency department, he is 
eminently qualified to handle his new 
and most important assignment.” 

One of the youngest life insurance 
men to hold an executive position of 
this responsibility, Mr. Knight has ad- 
vanced rapidly in Union Mutual since 
he joined home office auditing depart- 
ment in 1932 shortly after graduating 
from University of Maine. 

In 1936 he was made cashier and of- 
fice manager of the Boston office, then 
was branch office auditor working out 


Loans, 
LIFE RENEWALS 


SELF-LIQUIDATING 
UP TO THREE YEAR MATURITY 
‘qe 
PER HUNDRED PER YEAR 
WRITE TO DEPT. C 





H. L. Knight 





Life Underwriters Credit Corporation 


NORTHWESTERN BANK BLDG., MINNEAPOLIS, MINNESOTA 





of the home office. In 1939 he was ap- 
pointed agency secretary. 





Penn Mutual Names Evelyn 
Shuler to Publicity Post 


Evelyn Shuler, for 20 years a news- 
paper woman in Philadelphia, has been 
appointed director of public information 
for Penn Mutual Life. She was execu- 
tive director of all major projects for 
the Evening Ledger 15 years and di- 
rected publicity for the Navy League 
Service and for civilian defense, and 
conducted a campaign for the ar.ay air 
force interceptor command, now used 
as a pattern for a national campaign. 





Mortgage Man Joins Franklin Life 

A. B. Kurrus, for many years a St. 
Louis mortgage banker, has joined 
Franklin Life in the mortgage loan de- 
partment. Mr. Kurrus formerly headed 
the Kurrus-Goddard Company of St. 
Louis, and previously was executive 


vice-president of L. E. Mahan & Co. 
there. 





Empire Advances Cummings 


. I. Cummings, formerly agency 
manager of the industrial and commer- 
cial departments of Empire Life & 
Accident, Indianapolis, has been elected 
vice-president and director in charge of 
these departments. Mr. Cummings 
joined the company in 1937 as home 
office agency division manager. 


Plan Nebraska C. L. U. Course 


LINCOLN, NEB.—The extension de- 
partment of the University of Nebraska, 
in cooperation with the college of busi- 
ness administration and the Lincoln 
Life Underwriters Association, plans 
to offer the coming semester a 
schedule of classes that will provide op- 
portunity to do work leading to the 
C.L.U. designation. It is sending out 
notices to life men and if sufficient in- 
terest is shown will offer the courses 
through the night school or at conveni- 
ent locations. 








The Accident & Health Bulletins help 
get business. For information write 
420 E. Fourth St., Cincinnati. 








LIFE SALES 


MEETINGS 





Schnell Agency Has 
Annual Gathering 


C. B. Stumes, Chicago general agent 
of Penn Mutual Life, was the principal 
speaker at the sixth anniversary con- 
ference of the F. A. Schnell general 
agency of Penn Mutual Life at Peoria, 
Ill. The theme of the whole meeting 
was “Selling Life Insurance Under War- 
time Conditions.’ Mr. Stumes gave 
wartime observations, saying this will 
be a big year in the business. General 
Agent Schnell presided. 

Ray Eliot, head football coach of Uni- 
versity of Illinois, addressed the banquet, 
giving the three factors of success in 
football and other activities as courage, 
game intelligence and proper state of 
mind. In the latter category he placed 
the will to win, which he said pays big 
dividends. 

W. F. Porter, Champaign, IIl., and 
A. F. Priebe, Rockford, honor leading 
agents, won place among the 10 lead- 
ing agents of Penn Mutual countrywide 
last year. F. H. Newell, Decatur, was 
the honored agent of the agency. 





New Assistant Secretary 
of Mutual Benefit Life 





Ira W. Shattuck of Mutual Benefit 
Life’s agency department, who has 
been named as- 
sistant secre- 
tary, started in 
the renewal de- 
partment in 
1907. When war 
was declared in 
1917 he enlisted 
in the army and 
upon his return 
from France in 
1920, he was as- 
signed to. the 
policy change 
division of the 
new_ business 
department. Five 
years later he 
was transferred to the agency depart- 
ment, where he was given charge of 
production records and personnel mat- 
ters. To that work there is now added 
the responsibility for records relating 
to agents’ contracts and licenses. 

Mr. Shattuck has served as president 
of both the home office Pelican and 
Veterans Clubs, and has handled ar- 
rangements for numerous agency con- 
ventions. 





I. W. Shattuck 


The Schnell agency finished in 8th 
place nationally among Penn Mutual’s 
general agencies in 1942. 

In the business sessions R. L. Mead- 
ows, Decatur, talked on the budget con- 
trol books, J. D. Smith, Springfield, on 
the farm market, Mr. Newell analyzed 
the quota for this year, K. L. Kiel, 
Springfield, told of experiences in 1942 
selling, F. R. Luthy, Peoria, spoke on 
the balanced protection combination pol- 
icies and Mr. Schnell closed the meeting. 

Mr. Luthy was leading producer in 
Peoria. Forty associates of the agency 
from downstate attended. The Schnell 
agency has jurisdiction over all the state 
outside Chicago. 





Slattengren Speaker at 
Nelson Agency Rally 


Vice-President A. B. Slattengren of 
Mutual Trust Life, Chicago, represented 
the home office at the Victory Dinner 
staged by Paul S. Nelson, Minneapolis, 
Minnesota state manager. The dinner was 
given in honor of the Minneapolis and 
St. Paul agents who exceeded their 1942 
quotas. The Twin City agents had an 
85 percent increase in 1942 over 1941. 

Mr. Nelson took charge of Minnesota 
two years ago and has done a remark- 
able job in recruiting. For the entire 
state, the increase in 1942 amounted to 
25 percent. 

Mr. Slattengren, in an informal talk 
to the agents and their wives, stressed 
the importance of the wife in an agent’s 
career. He also urged the men to culti- 
vate old policyholders, pointing out that 
Minnesota led the company in new busi- 
ness written on old policyholders. Mr. 
Nelson responded in a similar vein and 
pledged an even greater volume for 1943. 





Peoria Convention Canceled 


The annual two-day convention of the 
Illinois Association of Northwestern 
Mutual Agents, scheduled to be held at 
Peoria Jan. 25-26, has been canceled, 
Leonard Fritz, state president, an- 
nounced. Transportation difficulties were 
given as the reason. The present officers 
will continue for duration. 





California-Western Rally 


Agency managers of California-West- 
ern States Life, together with the four 
winners of its recent 32nd anniversary 
Sell-ebration Contest, gathered at the 
home office this week for a three-day 
conference with company officials. All 
the territories were represented. Par- 
ticular stress was given to the additional 
responsibilities of those representatives 
who remain on the home front both with 





Spinning Wheel 


Life Insurance—the Best Way 


Years ago, the approved way for 
a man to build an estate was to 
take margins saved from his earn- 
ings, invest them at productive rates 
of interest, and to re-invest the in- 
come until he reached his financial 


goal. 
@ 


Reduced interest rates and 
greatly increased income taxes have 
made this “save and create” method 
well-nigh impossible, and, with “se- 
curity” the modern watchword, life 
insurance now becomes more than 
ever the only way for the average 
man to realize the ambitions which 
he has for himself and his family. 


Social Security goes part way in 
helping to accomplish this desirable 
goal. American standards of living, 
however, will always necessitate 
larger retirement or death benefits 
than can be provided by Social Se- 
curity or any similar plan, so that 
life insurance will unquestionably 
have to continue to fill the breach. 


Life insurance is devised solely to 
satisfy the needs of the buyer, and 
it alone has the flexibility to adjust 
itself to the changing conditions of 
tomorrow. It is the only form of 
property through which one may 
achieve a full measure of security. 


Its constantly growing accept- 
ance and use for this purpose by all 
people depends almost entirely upon 
the vision, enthusiasm, and activity 
with which life underwriters re- 
spond to their magnificent oppor- 
tunity. 


New England 
Mutual 


Ly Insurance Company 


THE FIRST MUTUAL LIFE INSURANCE 
COMPANY CHARTERED IN AMERICA + 1835 
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regard to their work and their participa- 
tion in local war activities. The confer- 
ence was under the direction of President 
O. J. Lacy, Vice-President Ray P. Cox 
and Inspector of Agencies Ernie Gut- 
tersen. 





Prudential Holding Conferences 


A series of regional conferences for 
Prudential superintendents are being 
conducted by B. H. Harris, assistant 
secretary, and W. A. Mason, home office 
supervisor. Meetings were held in Chi- 
cago and Kansas City this week. Other 
gatherings will be held on the Pacific 
Coast. P. Palmer, division manager, 
presided at the Chicago parley at which 
plans for 1943 were reviewed. 


CHICAGO 











M. S. ANZEL & ASSOCIATES OPENS 


M. S. Anzel & Associates has opened 
an office in Room 646 Insurance Ex- 
change building, Chicago, to handle in- 
surance premium financing with loans 
placed through a national bank in Chi- 
cago at the interest rate prevailing 
among premium finance plans there, and 
in some instances lower. The office also 
refinances life insurance loans at a low 
interest rate and makes loans against 
life insurance renewal commissions. Mr. 
Anzel formerly had long experience in 
life and accident insurance, for four 
years being associate manager of a New 
York City agency of Equitable Society, 
then organizing and being vice-president 
and treasurer of the United Thrift Plan 
of New York City which placed life in- 
surance through Equitable Society and 
Penn Mutual and was general agent of 
Continental Casualty. He organized 
Guaranty Life of New York in 1929 
whose business later was sold to Man- 
hattan Life. The last seven years Mr. 
Anzel has been arranging and refinanc- 
ing life insurance loans throughout the 
country. 





SCHWEMM AGENCY AGAIN NO. 1 


The Earl M. Schwemm agency of 
Great-West Life in Chicago in 1942 for 
the fifth consecutive year led all that 
company’s agencies in this country and 
Canada in new paid business. The year’s 
production was the best in the agency’s 
history since Mr. Schwemm took charge. 
A large volume of business written in 
December was not issued by the end of 
the year and was carried over thus, 
making certain of a large January total. 





FUTURE TAX PLANS VIEWED 


The victory tax idea is only the be- 
ginning of a much broader withholding 
tax plan, E. H. McDermott, Chicago at- 
torney, predicted before the Chicago Life 
Insurance & Trust Council. It is difficult 
to tax the lower income groups on an 
individual basis through the regular in- 
come tax schedule with any degree of 
success, so the victory tax principle is 
necessary just as the surtax plan is used 


in taxing the higher income groups. 
There is no doubt that the 1943 revenue 
act will increase taxes, according to Mr. 
McDermott. Although the delay in en- 
acting the 1942 tax law was criticized, 
Mr. McDermott feels that the 1943 meas- 
ure will experience the same delays 
which are unavoidable considering the 
various factors and rates that must be 
considered. 

The pay as you go tax plan is desir- 
able according to Mr. McDermott. There 
is likely to be legislation providing some 
such plan. The biggest difficulty, as 
President Roosevelt pointed out, is that 
the government cannot afford to forego 
the 1942 tax so that it is probable that 
some provision will be made for spread- 
ing the 1942 tax payments over a longer 
period of time. Inflation angles are im- 
portant in considering any plan of fore- 
going the 1942 tax, Mr. McDermott 
pointed out. 





TRIPLES 1941 TOTAL IN 1942 


The Chicago branch of Bankers Life 
of Nebraska under H. E. English, mana- 
ger, last year tripled its 1941 paid pro- 
duction. Mr. English has been in charge 
about 13 months. The average policy 
last year was about $4,000 and the larg- 
est one placed was about $50,000. 


DOES $5,184,177 IN DECEMBER 


Written business totaling $5,184,177 
in December was reported by the Strong 
general agency of John Hancock Mutual 
Life at Chicago. This included no group 
insurance but involved a life insurance 
credit of $2,500,000 on a large annual 
premium annuity case and $1,500,000 on 
another similar risk. The agency 
showed a gain of more than $1,000,000 
ordinary paid life insurance in the first 
11 months. 





TRUSTS AND TAXES VIEWED 

Richard J. Frankenstein Jr., Chicago 
attorney, discussed various factors in- 
volving wills, trusts, trust agreements 
and estate taxation before the Life 
Agency Supervisors club of Chicago 
this week. 


NEW YORK 


VICTOROFF’S WORK PRAISED 











Irving Victoroff, general agent in 
Jersey City for Bankers National Life, 
is the subject of an article in the cur- 
rent issue of “Square Business,” organ 
of the Bergen Trust Company of that 
city. 

Stating that “a good insurance man 
might be in the long run a better Santa 
than the old guy in red pants and long 
whiskers,” the article continues: 

“Many a fatherless family is getting 
along today without charity because 
some good insurance salesman persist- 
ently kept after the head of the family 
in past years, inducing him to buy, not 
as much insurance as the father thought 
he could afford, but as much as would 





come, 





You, As A Life Underwriter 


.... are fulfilling an important need to society by 
helping men and women to provide for themselves guar- 
anteed future security. Next to food, clothing and shel- 
ter for today ....a man and his family need most a 
guarantee of food, clothing and shelter in the days to 
Life insurance gives that guarantee. 


Shenandoah Life Insurance Co., Inc. 
Roanoke, Virginia 








guarantee his family against a future of 
charity and want..... Perhaps many 
among us would be better off today if 
in the past we had kept a wide-open 
door to a good insurance man, instead 
of spending long hours in watching and 
waiting for Santa Claus to come sliding 
down our six by eight chimney.” 

Mr. Victoroff ranks second as a per- 
sonal producer for Bankers National. 





SERVICE PINS AWARDED 


Assistant Superintendent of Agencies 
B. C. Thurman presented service pins 
to 32 members of the A. V. Youngman 
agency of Mutual Benefit Life in New 
York City who have been with the 
company from five to 20 years. R. B. 
Knapp, production manager, conducted 
the meeting. At the same time Gates 
Hamburger received his first check 
under the Mutual Benefit veteran’s serv- 
ice allowance plan. In addition to those 
receiving pins several members of the 
agency had previously been awarded 
veterans’ pins for service of 20 years or 
more. 





Best Addresses Supervisors 


NEW YORK—Although it is impos- 
sible for anyone to visualize the true 
importance of the figures mentioned in 
President Roosevelt’s budget message, 
A. M. Best, insurance publisher, said 
that he did not foresee danger from a 
runaway inflation or debt repudiation as 
long as national income grew at the 
same rate it had for 100 years up to 
1930, in an address before the Life Su- 
fervisors Association. In that period, 
414 percent of national income was 
ploughed back into capital, resulting in 
a quadrupling every 16% years. A na- 
tional income of 180 billions is indicated 
in 1946 if the same rate of growth is 
niaintained. 

The future of life insurance after the 
war is over hinges on first, whether 
the business will continue to be oper- 
ated by experienced insurance men or 
taken over by politicians and second, 
the economic future of the United 
States, Mr. Best stated. He said he did 
not believe the Supreme Court would 
held insurance to be commerce, either 
interstate or intrastate, after studying 
the thought clearly expressed in the 
New York Life case of 1913. 

The people will never consent to any 
repudiation of debt, he said. The debt 
is important only in relation to national 
income. If the nation gets back to a 
normal economy and manufacturing fa- 
cilities are successfully converted to 
peacetime purposes the debt can be sat- 
isfactorily serviced. 

W. L. Momsen, Northwestern Mu- 
tual, will discuss a check list he pre- 
pared for men entering the armed serv- 
ice at the February meting, which will 
be held on a Wednesday or Thursday 
instead of on the second Tuesday of the 
month. 

J. K. Coady, an examiner in the Los 
Angeles office of the California depart- 
ment, has resigned to go with the O. 
P. A. in Los Angeles. 


MANAGERS 


Will Hear of Canadian Problems 


Wartime problems that the Canadian 
companies and agencies had to face 
earlier in the present conflict—problems 
that United State companies and agen- 
cies are now beginning to face—and 
what the Canadians did about them will 
be outlined at a dinner meeting of the 
Associated Life General Agents & Man- 
agers of Detroit Jan. 21 by a Canadian 
company executive who was an agency 
manager before going to his company’s 
head office. 








Kleinschmidt Conducts Program 


W. A. Kleinschmidt, Prudential ordi- 
nary office, conducted an educational 
program at the meeting of the Milwau- 
kee Life Insurance Cashiers Association 
Tuesday night. 


Hull, Chicago Speaker Jan. 27 


J. Roger Hull, superintendent of 
agencies of Mutual Life of New York, 
will address the luncheon meeting of the 
Life Agency Managers of Chicago Jan. 
27, on current problems in life agency 
management. 

The Columbus Life Agency Cashiers 
Association at its meeting Tuesday dis- 
cussed “Personnel.” 


AGENCY NEWS 


Mielenz Agency Sales Clinic 


The A. A. Mielenz agency of Aetna 
Life, held a two-day sales clinic in Mil- 
waukee. Programming and prospecting 
methods for life and accident and health 
were discussed. Alvin Moser, supervisor 
for Milwaukee county, was discussion 
leader, assisted by George W. McClung, 
supervisor for eastern Wisconsin; E, P. 
Kasche, northern district, and M. G. 
Huber, western district. The annual 
dinner concluded the conference. 


Home Office Men at Marion, O. 


The Charles E. Sherer agency of the 
Midland Mutual Life at Marion, O., 
held an agency meeting and dinner. 
Speakers included Russell L. Moore, 
William E. Whipple and J. A. Hawkins 
from the home office; Mr. Sherer and 
Roy W. Kauble. Prizes were awarded 
to several of the leaders. 




















Bill A. Schauer, general agent of Penn 
Mutual Life in Detroit, has moved into 
new and larger quarters at 1256 Penob- 
scot building. 








Utah Specimen ates Ruling 


SALT LAKE CITY—Commissioner 
Carlson of Utah has ruled that speci- 
men life policies will be required to 
show that the premium quoted is of a 
standard rate at age 35. 


IN AN UNCERTAIN YEAR 


The certainty of Life Insurance remains, 


i 


great advance was made, and 1943 offers 
our greatest opportunity. 


Republic National Life agents enjoy an 


unusually attractive Lifetime Increasing In- 
come contract. 


Write: 


M. ALLEN ANDERSON, V. P., Director of Agencies 
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Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





Prudential to 
Quit Writing 
Wholesale Cover 


Prudential announces that it will 
discontinue writing wholesale insurance 
effective Feb. 1. From now until that 
time no new cases will be written un- 
less at least 10 individual applications 
are received at the home office on or 
before Feb. 1. 

Valentine Howell, vice-president and 
actuary, declares that this action was 
taken because of the heavy lapse rate 
experienced under wholesale insurance, 
together with the decrease in produc- 
tion and the administrative difficulties 
which arise as a result of many cases 
falling below 10 lives shortly after 
issue, 

Prudential will continue to add new 
lives to an existing wholesale case with 
the proviso that if the total number of 
insured lives under that case including 


the lives to be added is less than 10, the 
new lives will only be accepted subject 
to the Prudential’s regular underwrit- 
ing rules for individual ordinary poli- 
cies. 


Three Principal Insurers 


The principal companies still writing 
wholesale insurance are Aetna Life, 
John Hancock Mutual Life and Trav- 
elers. Aetna and Travelers are particu- 
larly active in promoting this business 
and have found that it produces for 
them, as multiple line insurance organ- 
izations, valuable by-products. 

There are a number of underwriting 
problems in connection with wholesale 
insurance. The principal interest of 
the underwriter is that although the 
company is small, it be sound and of a 
permanent character. Most underwrit- 
ers frown on risks that produce only 
the minimum number of lives or slightly 
in excess of the minimum because it 
is almost certain that the number of in- 
dividual assured will decrease and that 
the group will fall below the minimum. 
The same holds true in group insurance 





Southwestern Life on 3 Percent Basis 





Southwestern 
Life of Dallas is 


Southwestern Life, Tex. 
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$5,205 instead of 
$5,075. Also, the 
initial amount of 
20 year family in- 
brand 92, AR y — convertible within 10 years. 


certain. 


Semi-annual rate 51% of annual; quarterly, 26%; monthly, 8.75%. 
tAt end of 20 years $250 cash and $1,000 paid-up insurance. 
*$1,000 Insurance or cash value if greater. 
Maturity cash values: Female, age 60, $1,736; Male, age 65, $1, 

tt$10 monthly income from date of death to end of 20 yrs. from date of issue; + $1, 000 then paid. 
(a)Minimum policy $2,500. Term to 65, convertible to 60; above 50 at issue 15 year term 


At maturity, $10 monthly ip - ea 120 months 


(b) Converts to Ord. Life at end of term in case of disability claim. 


Stead of $2,241. 
The juvenile en- wea 
dowment at 65 


Limits—Non-Participating from $1,000 to $100,000; reinsures over $40,000; does not accept 
Non-Medical: $3,000, ages 0-10; $5,075, ages over 10; men and 


plan appears for all ages under 10. There disability for 12 popular plans, are shown 


is only a slight change in juvenile rates. 


in the accompanying page from the Lit- 


New premium rates, with and without tle Gem Life Chart. 


where the number of lives is only 
slightly in excess of the minimum of 50. 

Wholesale insurance is very similar 
to group except that in a wholesale 
case, the insurer has the option of ask- 
ing for elimination of certain lives from 
the insured group. That privilege is 
usually exercised only when the num- 
Lew of bad lives is disproportionately 
high. 

In Iowa, Massachusetts and Missis- 
sippi there are certain restrictions on 
wholesale insurance. For instance, in 
Iowa medical examination must be 
given if the policies exceed $2,000 and 
in Mississippi if they exceed $2,500. In 
Massachusetts me dical examination 
must be given in connection with all 
wholesale cases. 


Salvage Possibilities 


If a group is close to the minimum 
of 10 the insurer may decline to write 
it on a wholesale basis but frequently 
the proposal is made that the insurance 
be handled on an individual basis either 
- the contributory or non-contributory 
plan. 

At least one of the insurers writing 
wholesale issues the insurance in maxi- 
mum amounts per life of $5,000 with the 
restriction that the total amount of in- 
surance in the maximum class may not 
exceed 2% times the amount of insur- 
ance in the classes below that. 


Balanced Protection 


Plan Brought Out 
by Penn Mutual 


Penn Mutual has issued a new bal- 
anced protection policy, a combination 
of permanent and term insurance. Term 
insurance is provided by an additional 
term insurance agreement issued in con- 
junction with permanent plans of insur- 
ance and is designed to supplement the 
coverage afforded by these contracts 
with temporary additional protection. 

The additional term insurance agree- 
ment may be attached at time of issue 
to any life, limited life, endowment or 
retirement income policy provided that 
the amount of such permanent policy is 
$2,500 or more and that premiums are 
payable for at least the duration of the 
term period. Term insurance may be 
written for periods of 10, 15 or 20 years 
and is convertible within 7 years on the 
10 and 15 year plans and within 19 years 
on the 20 year plan. 

The maximum term insurance is the 
amount of the permanent policy while 
the minimum is $1000. 

The additional term insurance has no 
cash, loan, paid-up or extended insur- 
ance values, nor is it expected that any 


dividends will be paid on it. Rates fol- 
low: 

10 15 20 10 35 20 
Age Year Year Year Age Year Year Year 
21 $4.60 $4.70 $4.88 39 $7.78 $9.2 


22 4.64 4.76 4.98 40 8.30 9.96 12.04 
23 4.69 4.83 5.09 41 8.89 10.71 12.97 
24 4.73 4.89 5.21 42 9.54 11.56 14.00 
25 4.78 4.98 5.34 43 10.28 12.48 15.12 
26 44.83 5.07 5.51 44 11.08 13.48 16.32 
27 4.89 5.19 5.69 45 11.98 14.58 17.66 
28 4.97 5.33 5.91 46 12.95 15.79 

29 5.04 5.48 6.14 47 14.02 17.12 

30 5.17 6.67 6.43 48 15.22 18.54 

31 5.30 5.90 6.74 49 16.50 20.10 

32 5.48 6.14 7.10 50 17.91 21.81 

33 5.68 6.44 7.50 51 19.46 

34 5.92 6.78 7.98 52 21.14 

35 6.19 7.19 8.49 53 22.97 

36 6.51 7.61 9.07 54 24.97 

37 «66.88 8.12 9.70 55 27.11 

38 7.31 8.67 10.41 


Scranton Life Goes on 
3 Percent Basis 


Scranton Life is now using the Amer- 
ican Experience table with 3 percent in- 
terest. Rates and values have been com- 
pletely revised with the exception of the 
premium charged for accidental death 
benefit which continues at $1.50 per 
$1,000 for continuous premium life and 
endowment plans and for the same vary- 
ing charge on limited payment plans. 
The family guardian, a family mainte- 
nance plan, has been discontinued. The 
20 payment endowment at 80 has been 
replaced by a 20 payment endowment 
at 85. A digest of the-new rates follows: 

Liberator Series En- 20 
20 End. dow- Pay. 20 


Ord. Pay. Age ment End. Year 
Age Life Life 65 at85 85 End. 


15 “at oe oe a $3. 04 
20 $16. i9 $26. 73 $19. 32 8.61 
5 1 28.90 22.32 


2 8.16 20: $0 31:63 ri 19 
30 20.67 31.49 34.47. 49.98 
35 23.91 


34.62 31.89 27.24 37.92 “51.14 


American United Liberalizes 
Substandard Underwriting 


American United -Life has liberalized 
underwriting practices. on substandard 
risks applying for semi-term plans of in- 
surance, and also. the mortgage redemp- 
tion, family income, - educational. fund, 
and continuous monthly income riders. 
Henceforth these will be issued at all 
substandard classifications in-use by the 
company. The same will apply in select- 
ed cases where there is a clear-cut need 
for coverage on regular term plans, but 
the conversion privilege will not be 
granted. 

With increasing tax obligations and 
other elements in the current economic 
situation, low-premium insurance plans 
have become increasingly popular, 
American United reports, and there is a 





sonal producer; must 


expenses. 





Exceptional Opportunity for 
Supervisor 


One of the strong Mid-West life insurance 
companies, writing both par and non-par, has 
opening for Illinois supervisor. 


Applicant must have excellent record as per- 


travelling. Duties primarily involve recruiting 
and training new agents and agencies. 


Starting salary $4,000.00 (plus bonus) and 


Replies will be held confidential. 


Reply Box R-7, National Underwriter, 175 W. Jackson Blvd., 
Chicago, Ill. 


have no objection to 
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proportionately greater demand for rated 
coverages on these plans. 

American United also has announced 
that on brokerage and reinsurance busi- 
ness its substandard mortality range has 
been extended from 300 to 500 percent. 


Monarch Life Issues New 
Forms, Revises Others 


Monarch Life of Massachusetts is is- 
suing some new policies and revising 
some of the old, effective Feb. 1. The 
new plans are a preferred risk paid-up 
at 65, a ten year form modified life (en- 
dowment age 85) and a term to 65. The 
endowment age 65 which heretofore was 
written in minimum amounts of $2,500 
may now be written for $1,000 and the 
premium rate is increased a flat $1 per 
$1,000. Premium rates for the retire- 
ment income plans have been increased 
ranging from $2.91 at age 15 to $19.96 at 
age 55 on the retirement income at 65. 
Five and 10 year term can now be writ- 
ten for $1,000 but no change is made in 
premium rates. A digest of rates fol- 








lows: 
Pref. 10 Ret. 
Risk Year End. Term In- 
Pd-Up Mod Age to come 
Age at65 Life 65 65 at 65 
15 $15.10 $12.21 17.77 $11.56 25.81 
20 17.05 13.21 20.15 12.34 29.98 
25 19.55 14.48 23.22 13.30 35.40 
30 22.87 16.24 27.33 14.52 42.61 
35 27.41 18.55 32.96 16.09 52.53 
40 33.83 21.77 40.90 18.31 66.74 
45 43.50 26.42 52.65 21.51 88.40 
50 59.17 33.38 72.54 26.03 125.43 
55 o° 43.70 111.42 see Sepee 





Atlantic Has New Term 
and Whole Life Package 


Atlantic Life has brought out a new 
contract, embracing either a combination 
of ordinary life and term or 20 pay life 
and term, which it calls “Special Heavy 
Duty Policy.” 

Each unit consists of either $2,000 or- 
dinary life and $3,000 term insurance for 
15 years or $2,000 20 pay life and term. 
Within 10 years the term insurance may 
be converted to some permanent form 
of insurance either as of the original or 
current date. After 15 years, if the term 
portion is not converted, the premium 
drops to that for the basic coverage 
alone. 

At age 20 the premium is $51.12 when 
ordinary insurance is the basic cover and 
$69.16 for 20 pay. At age 30 the cost is 
$62.80 and $81.66 and at age 40 $87.62 
and $106.10. 

Atlantic Life, as was announced last 
week, has discontinued the sale of partic- 
ipating insurance. No change has been 
made in the basic non-par rates except 
at the younger ages under the life paid 
up at 60 and 65, endowment at 65 plans 
and in the juvenile 20 payment endow- 
ment at 85. 

The cash values for 20 pay endow: 
ment at 85 have been substantially in- 
creased up to the nineteenth year in 
practically every age. 


Alliance Uses Binding Receipt 


Alliance Life has adopted the binding 
receipt on its latest revised application 
form. The application and receipt pro- 
vide that the insurance takes effect at 
the time the application is secured, pro- 
vided the application later is approved 
by the medical department. Comments 
from the agency force indicate it is help- 
ful in closing prospects on a cash-with- 
app basis. 


Changes Non-Medical Limits 

New non-medical limits have been an- 
nounced by West Coast Life. Hereafter 
males from age 5 to 35 may be written 
on the non-medical form up to $5,000. 
The $3,000 limit will continue to apply 
to males ages 36-45. The non-medical 
limit on single women, ages 5-40, will 
be $3,000. Married women up to 40, who 
are working, may be written non-medi- 
cal up to $3,000 while married women 
not working may be written for $1,000. 





“Who Writes What?” instantly an- 
swers brokerage and surplus line prob- 
lems. $2.50. Order on approval from Na- 
tional Underwriter. 


LIFE AGENCY CHANGES 





Edgecomb in Dallas 
for John Hancock 


James D. Edgecomb has been ap- 
pointed general agent for John Hancock 
Mutual Life in Dallas to succeed Ricks 
Strong, who has resigned to enter the 
armed services as first lieutenant in the 














JAMES D. EDGECOMB 


marine corps. Mr, Edgecomb has been 
with John Hancock since 1937. He 
started at Dallas and in 1941 entered the 
home office as agency assistant in the 
general agency department. He is a 
graduate of Oklahoma Agricultural & 
Mechanical College. 





H. S. Jones Succeeds Laflin 


as Omaha General Agent 


Harmon S. Jones has been appointed 
Penn Mutual Life’s general agent at 
Omaha, Neb., | 
succeed- 
ing John M. 
Laflin. Mr. 
Jones has 
been with the 
Grand Rap- 
ids agency 
since 1936. 
Before enter- 
ing life insur- 
ance he was 
athletic direc- 
tor at Battle | 
Creek Col- 
lege and at 
Grand Rap- 
ids Union 
High School. 
After three 
years in per- 
sonal production he became unit man- 
ager. He served as secretary, vice-presi- 
dent and president (1941) of the Grand 
Rapids Association of Life Underwrit- 
ers. Mr. Jones graduated from the Uni- 
versity of Michigan. 


? 





Harmon S. Jones 





Williams Acting Manager of 
Union Central at Denver 


George P. Williams has been ap- 
pointed acting manager of Union Central 
Life’s Denver agency following the 
death of Guy C. Lyman Jan. 3. Mr. 
Williams has spent more than 20 years 
with Union Central in the Denver 
agency, having started in June, 1922. 
During his career he has paid for more 
than $4,500,000 of business. In addition 
to his work as a personal producer Mr. 
Williams has handled supervising re- 
sponsibilities for the agency. He was 
made assistant manager about two years 
ago. 


Union Central Has 
New Boston Office 


Union Central Life has established 

a new agency in Boston under the man- 
agement of T. L. 
Fowler. The other 
agency continues 
under the manage- 
ment of James M. 
Woodhouse. 

Mr. Fowler was 
graduated from 
Bowdoin College in 
1924 and after be- 
ing connected for a 
time with the Na- 
tional City Com- 
pany in Boston he 
entered the life in- 
surance business in 
1931. He joined T. L. Fowler 
Union Central in 1936 as assistant man- 
ager in Boston and the next year he was 
appointed to the same position in Phila- 
delphia. In 1940 he was transferred to 
the home office as district supervisor, 
the position which he leaves to go to 
Boston, He has the C.L.U. designation 
and C.L.U. management certificate. 


Stevenson New Berkshire 
Life Head in Pittsburgh 


R. Maxwell Stevenson, who has suc- 
ceeded W. Rankin Furey as general 
agent for Berkshire 
Life in Pittsburgh, 
formerly was asso- 
ciated with that 
company before 
joining National 
Life as general 
agent in Pittsburgh. 
Mr. Stevenson has 
been in insurance 
13 years, starting 
with W. M. Furey 
& Son and in 1934 
going with Na- 
tional Life as gen- 
eral agent for west- 
ern Pennsylvania. 
He has taken an active part in organi- 
zation work, and served in every office 
of the Pittsburgh Life Underwriters 
Association, of which he is now a di- 
rector. 











R. M. Stevenson 





Gregory Denver Manager 


E. F. Gregory, who joined Business 
Men’s Assurance last July as district su- 
pervisor in Denver, has been made man- 
ager of the branch office there. He en- 
tered accident and health work with 
State Reserve Mutual of Denver and be- 
came its vice-president, continuing with 
Security Life & Accident when it took 
over the business of that company. He 
is a member of the executive board of 
the National Association of Accident & 
Health Underwriters and has been very 
active in that organization. 


Herb Field Assistant 


Thomas W. Herb of Reading, Pa., has 
been appointed field assistant in the 
Reading branch office of Travelers. Mr. 
Herb, a graduate of Duke University in 
1936, was formerly a salesman in Read- 
ing for the Burroughs Adding Machine 
Company and later with the William 
Wrigley, Jr., Company. 


Sanders with Security L. & T. 


_Carl B. Sanders has been appointed 
district manager of Security Life & 
Trust in Columbia, S. C. He entered 
life insurance about 20 years ago with 
Life Virginia and recently has been as- 
sistant manager in Columbia of Pal- 
metto State Life. 








Mandel Supervising Assistant 


C. P. Mendel has been appointed sup- 
ervising assistant of the Savannah, Ga., 


Wins Promotion 





Joseph B. Ryan, Jr., who for the past 
four years has been supervisor of the 
Des Moines agency 
of Bankers Life of 
Iowa, has been pro- 
moted to assistant 
manager. Mr. Ryan 
began as a Bankers 
Life salesman in 
his home town of 
Colfax, Ia., in 1935, 
and in his first year 
wrote more than 
$150,000. In 1937 
he went over the 
$300,000 mark. A 
serious automobile 
accident took him 
out of the produc- 
ing field for several 
months of the next year. However, he 
completed his qualification for the Pre- 
mier Club, top honor of the Bankers Life 
field force. He was appointed agency su- 
pervisor in 1939, 


J. B. Ryan, Jr, 








agency of Mutual Life by Olin F. Ful- 
mer, manager. Mr. Mendel has _ been 
the leading producer in the Savannah 
agency and this year is a member of the 
100 Leaders Club. 





Ray Warren General Agent 


Ray Warren has been appointed gen- 
eral agent in Cleveland by Manhattan 
Life. He has been with Manhattan 
Life since 1939, as manager of the 
Cleveland office. He was formerly with 
Provident Mutual and Travelers. 





Bunch to San Francisco 


Lloyd R. Bunch, who has been one 
of the leading representatives of Met- 
ropolitan Life in Portland, Ore., has 


NAME 
OR NUMBER? 


Here an agent is a real 
flesh and blood per- 
sonality to everyone 
in the Home Office 
from the office boys to 
the President AND— 


we are not so big that 





anyone on the assem- 
bly line forgets that an 
agent can only make 
his money on deliv- 
ered policies. That's 
why the app gets 
right-of-way until the 
policy is in the mail 
bag. 


CENTRAL LIFE 


Insurance Company 
of Illinois 


211 W. Wacker Drive, Chicago 
Atrrep MacArtuur, President 
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been promoted to supervisor of the 
group life department in San Francisco. 





Knutsen Succeeds Robinson 


Warde W. Robinson has resigned as 
agency organizer of Mutual Life in 
Portland, Ore. after six successful 
years. He will be succeeded by George 
‘A. Knutsen, leading producer of the 
agency the past year. 





Baldo Ivancovich, veteran producer of 
Occidental Life’s San Francisco branch, 
has been appointed assistant manager of 
the brokerage department. 

Philippe Paquette has been appointed 
branch secretary at the Montreal 1 branch 
of Great-West Life, succeeding G. S. A. 
Bacon, who has joined the R. C. A. F. 


FRATERNALS 


Big National Income 
Assures Sales 


This year holds great promise for 
fraternal field workers, for national in- 
come reached an estimated $115,000,- 
000,000 last year and even a record tax 
will leave $25,000,000,000 spendable in- 
come in excess of 1941, N. J. Williams, 
president Equitable Reserve, told the 
annual field conference of his society 
in Chicago. Mr. Williams is president 
of the National Fraternal Congress. 

“Never in the history of the country 
have there been so many men and wo- 
men working at such substantial 
wages,” he said. “This means that your 
sales will be more persistent and you 
will therefore receive larger commis- 
sion checks.” He said 10 years ago 
there were 35,000,000 employed men, 
many working only two or three days 
a week and at reduced incomes, with 
1414 million unemployed. Today there 
are 51,000,000 employed, many being 
women who are receiving excellent 
wages, and the unemployed number 
only about 2% million, many being in- 
capacitated for work, 


Tells Agent’s Obligation 


Prospects should be selected from 
among those who appreciate the value 
of a dollar once they have made an in- 
vestment, as such people will buy life 
insurance and keep it in force. It is 
their duty to buy war bonds but the life 
agent has the duty of helping them to 
create life insurance estates. 

About 35 field people, members of the 
society's Producer Club, attended the 
two-day session. From the home office 
also were M. L. Ridgeway, assistant 
secretary; R. Gordon Pope, auditor, 
and H. A, Mitchell, field manager. F. F. 
Farrell, manager N.F.C. spoke at a din- 











ner. Mr. Mitchell presented club 
awards. E, S, Morrison, Aurora, III, 
leading agent, told of his methods. 
B. M. Wacholtz, Minneapolis, state 


manager of Minnesota, discussed the 
assembly as a means of prospecting; 
M. M. Bogel, Midland, Mich., state 
manager, took up endless chain pros- 
pecting; L. R. Cardwell, Rockford, IIl., 
state manager, spoke on the “Income 
Provider” contract; F. C. Krehl, Mil- 
waukee, district manager, took up the 
open contract; Mr. Pope spoke on con- 
servation, and Mr. Mitchell on the 
“Shelter of Protection.” Mrs. Iva Den- 
ney, Monroe, Wis., leading woman 
agent who paid for $155,000 in 1942, 
talked on “Junior Production.” 


Underwriting Factors 


Assistant Secretary Ridgeway dis- 
cussed present day underwriting prob- 
lems in the final session, stressing that 
with the loss of so many younger men 
prospects to the armed forces, field 
workers must concentrate on older men 
and women who have better incomes 
because of war work. He said because 
of the increased hazard of their tempor- 
ary occupations these people must be 
more carefully selected by agents and 
full information secured as to the occu- 
pation, exact nature of employers busi- 
ness, etc. So many plants which nor- 
mally involve reasonable hazard have 
taken war contracts and temporarily 
entirely changed the character of their 
work, that the home office underwriter 
cannot gauge the hazard now in every 
corporation and type of business, 

Some agents do a good job of select- 
ing in the field, having few rejections 
or rated cases, but others seem to have 
a high proportion of borderline risks. 
Their letter of advice to the home of- 
fice gives few facts about the applicant 
to assist in reaching a decision, and is 
evasive in stating occupations. Mr. 
Ridgeway said such a practice does not 
help the agent in the long run for the 
home office underwriters begin to feel 
doubtful generally about the business 
he sends in. 


Smith New President of 
Georgia Congress 


James W. Smith, Georgia manager of 
Modern Woodmen, was elected presi- 
dent of the Georgia Fraternal Congress 
at the annual meting held in Atlanta. 
He succeeds Mrs. Clara B. Cassidy, 
state manager and national director of 
Woodman Circle, who was absent due 
to illness. 

Other new officers are: First vice- 
president, C. E. Moss, state manager 
Maccabees, who presided at the meet- 
ing; second vice-president, R. P. Cole- 
man, president First National Life; sec- 
retary-treasurer, H. C. Fabian, state 
manager W. O. W., Omaha. 

Commissioner Parker, Deputy Com- 
missioner Mitchell, and G. B. Hamilton, 
state treasurer, were guests. 


Mrs. Findling Named Head 
of Colo.-Wyo. Congress 


Mrs. Amanda H. Findling, Neighbors 
of Woodcraft, was elected president of 
the Colorado-Wyoming Fraternal Con- 








creased 16%. 





Family Security vs. War Bonds 


President Roosevelt has made the statement and reiterated it, that main- 
taining one’s Life Insurance is highly important in War time. 


This Truth has been recognized and adhered to in Great Britain and 
Canada, notwithstanding the requirements of these governments for the 
purchase of war securities by the citizenship. 


Not only have the British and Canadian families kept their Life Insurance 
in force, despite high taxes, increased living expenses, and the purchase of 
War bonds, but they have added large amounts of New Insurance. 


British families increased their Insurance 19% in 1941 and Canada in- 


What they can do—United States families will equal and exceed. 


EQUITABLE RESERVE ASSOCIATION 
Neenah, Wis. 
Legal Reserve Life Insurance for Men, Women and Children 








gress at the annual meeting in Denver. 
She succeeds John Berenbeim, Macca- 
bees. Other new officers are: First 
vice-president, Miss Mary Murray, 
Woman’s Benefit; second vice-president, 
Mrs. Mary E. Stevens, Security Bene- 


fit; treasurer, George Rule, Modern 
Woodmen; secretary, H. D. Landy, 
W.O.W. Mr. Berenbeim was elected 


past president. 

W. Midkiff, president W.O.W., 
Denver, was the principal speaker. Dep- 
uty Blair of the Colorado department 
spoke and Miss Ora E. Sloan, depart- 
ment examiner, attended. Incoming of- 
ficers were authorized to buy a plaque 
in memory of P. F. Gilroy, founder of 
the congress and president W.O.W., 
Denver, who died a few months ago. 





Two New Officers Long 
With Protected Circle 


_W. R. Cubbon of Cleveland, the new 
vice-president of Protected Home Circle, 
has been connected with the society 
since 1897 when he joined Woodland cir- 
cle No. 85. He became the circle’s treas- 
urer in 1904 and still holds that office. 
He also is the treasurer of the Union 
committee of Cleveland circle. He has 
been a representative to the supreme 
circle as committeeman and supreme 
guardian since 1907. Mr. Cubbon became 
supreme guardian in 1925. 

_ Joseph Spencer, the new supreme sen- 
tinel and field director, joined the so- 
ciety in 1908, being president of Sharon 
circle in 1913, grand secretary in 1928, 
elected to the supreme-circle in 1924, 
member of the finance committee in 1925 
and its chairman recently. He became 
travelling auditor at the home office in 
1926, auditor in 1931, assistant supreme 
secretary in 1935 and became field di- 
rector in 1938. 


New A.O.U.W, Minn., Officers 


D. A. Edblom has been appointed 
grand recorder of A.O.U.W. of Minne- 
sota and E. C. Carlson, sales director. 
Mr. Edblom has been deputy grand 
recorder. The society is putting its new 
issue on 3 percent interest assumption. 





Illinois Congress Meets Feb. 22 


The executive committee of the IlIli- 
nois Fraternal Congress at a meeting 
in Chicago decided to hold the annual 
meeting Feb. 22, in the Morrison hotel 
in that city. There will be a Washing- 
ton’s birthday luncheon with an out- 
standing speaker on the life and works 
of our first president, it was announced 
by Walter C, Below, president Fidelity 
Life, Fulton, IIll., president of the con- 
gress. 





Jost to Lutheran Brotherhood 


Lorenz Jost, chief examiner of the 
Illinois department, has resigned and 
gone with Lutheran Brotherhood at the 
head office, doing special work. Mr. 
Jost has moved to Minneapolis. Before 
joining Illinois department in 1932, he 
Was an examiner with the Minnesota de- 
partment. He is familiar with life insur- 
ance company matters. 





Urges Suspending Organs 

Suspension for duration of all frater- 
nal society publications was advocated 
in Washington by Sen. James J. Davis, 
honorary general director of Moose, to 
conserve paper for essential newspapers. 
He urged the same step with similar or- 
gans in the professions, trades, literary, 
historical and scientific fields. 








Federal Issue Is Raised 


Life insurance people are interested 
in the fact that the suit brought against 
the Chicago Board of Underwriters by 
two non-member brokers has now been 
amended to charge that the fire insur- 
ance companies are violating the Sher- 
man anti-trust law. The argument is 
advanced that insurance affects inter- 
state commerce and hence is subject to 


the federal anti-trust statute. Thus 
there are now pending two actions 
charging fire insurance companies with 
violation of the federal statute, the 
other being the attack upon the South- 
eastern Underwriters Association by 
the Department of Justice in Atlanta. 
The fear on the part of life insurance 
interests is that out of these actions 
may come decisions that will in some 
way affect the position of the life insur- 
ance business, although some believe 
that even though there should be a de- 
cision holding insurance to constitute 
commerce in some degree distinctions 
wouid be made and life insurance would 
not be affected. 





G. M. Emerson has been named dis- 
trict manager for the West Coast Life, 
at Corona, Cal. He formerly was in life 
insurance work, but had been operating 
in other fields for the past few years. 





The Newark Life Cashiers Association 
will hold a dinner-meeting Jan. 27. 
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For the duration, Royal Neigh- 
bors of America will devote all of 
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sound legal reserve life insurance 
for women, men and children. 
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Building Clientele 
Kansas City Topic 


KANSAS CITY — Tuller Bayless, 
Pacific Mutual, vice-president Kansas 
City Association of Accident & Health 
Underwriters, chairman of the January 
meeting, with more than 60 in attend- 
ance, chose the timely topic, “Building 
a Clientele in °43.” The program was 
in three sections. In presenting “The 
Outlook,” Mr. Bayless pointed out that 
Kansas City’s war gain in population 
was around 30 percent or 160,000; that 
95 war industries employing 76,000 are 
expected to employ 144,000 before the 
end of 1943. Taking the “average” ac- 
cident and health premium for the 
“average” wage-earner, Mr. Bayless 
showed there is around $300,000 in new 
premiums available, or $3,000 for each 
of the association’s 100 members. 


Butler Tells Quota Plan 


The second section, “The Personal 
Producer Makes His Plans,” was pre- 
sented by William Butler, veteran ace 
producer of Business Men’s Assurance, 
who had a record of 100 percent re- 
newals for 1937 and 1938 and more than 
96 percent for the past three years. He 
believes in setting an annual quota, 
making it early each month and loafing 


toward the end of the month ‘if and 
when the quota is made. In setting the 
annual quota, he said the salesman 


should figure all his expenses, taxes and 
other things he wants or needs money 
for during the year; allow for estimated 
lapses, figure renewal commissions and 
then see how much in new accident- 
health premiums must be sold to pro- 
duce the commission dollars necessary 
to pay for all the things in his budget. 
Mr. Butler stressed that the salesman 
makes his quota more often for the 
sake of buying what he needs and 
wants, than. to reach a quota figure es- 
tablished on some other basis. It is 
necessary always to get the premium 
when the application is signed, if high 
quotas are to be reached. 

W. A. Young,’ new Connecticut 
general manager, recently assistant 
manager in Newark, presented “The 
Manager Looks Ahead.” He referred 
to his earlier days when over a period 
of time his record showed an average 
of three new sales developed ‘through 
new prospects secured while paying 
each claim. He cited an instance where 
out of a large group of agents answer- 
ing the question, “What is an agent’s 
first responsibility to his company and 
himself?” not one answered, “To sell 
new business.” He pointed out that a 
backlog of $1,000 new accident-health 
premiums, multiplied by the average 
number of years continued in force, will 
guarantee most men staying in busi- 
ness. 





Bulletin to Service Men 


Great-West Life of Winnipeg has pro- 
jected “Link,” a publication prepared 
especially for the members of the Great- 
West Life staff and agency force in ac- 
tive service. This brings those in the 
service in more personal contact with the 
field men and employes. It gives personal 
information regarding the men in serv- 
ice and then two pages are prepared giv- 
ing news notes of the head and branch 
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Job Today One of 


Education: Cassidy 
LOS ANGELES—The Life Under- 


writers Association of Los Angeles 
started its 1943 activities with a break- 
fast at which more than 200 members 
heard two of the leading general agents 
of Pacific Mutual Life discuss the prob- 
lems of today. 

H. Kenneth Cassidy, general agent in 
San Francisco and president of the 
California association, speaking on 
“What Are We Fighting For?” said 
life insurance field men are not only 
the “morale wardens,” but should be 
“sentinels of security.” Preservation of 
life insurance and other democratic in- 
stitutions is threatened. Trends of to- 
day are unquestionably in the direction 
of a socialized state. 

“We face a job of teaching the public 
in an effort to influence it in further- 
ing the security of Mr. Average Amer- 
ican and his family. Suppose as teach- 
ers, 40,000 life field men actually inter- 
viewed five people each day. It would 
result in a year’s time in more than 50,- 
000,000 interviews. Therefore, a large 
percentage of our people would be con- 
tacted. The institution of life insurance 
belongs to them. If they want life in- 
surance, as well as other democratic 
institutions, to. be preserved they have 
the power to act.” 


Jul B. Baumann, Houston general 
agent, spoke on the now familiar 
phrase, “Pass the Ammunition.” He 


made an earnest plea for organized 
effort on the part of life men. In dis- 
cussing it from the war viewpoint, he 
said the problem faced is that of the 
family and security of its members. He 
declared that the going for the next 
year or two is going to be tough and 
there will be more aged, widows and 
orphans who need aid unless the life 
men pass. the ammunition of the bene- 
fits of life insurance. 





Taggart in California 


After meeting with several California 
associations, Grant Taggart, president 
National Association of Insurance 
Agents, spoke to the Oakland-East Bay 
Life Underwriters Association, outlining 
effort to stabilize agency and _ public 
morale. 

Mr. Taggart will speak to the San 
Francisco association on Jan. 14 and 
then fly to Salt Lake City for a talk the 
next day. 

Mr. Taggart also attended a meeting 





offices. Winifred L. Garrison is in charge 
of the publication. 





Lombard Boston Claim Speaker 


BOSTON —Asa P. Lombard, assistant 
manager of the group department of 
John Hancock Mutual Life and formerly 
chief adjuster of Aetna Life, with wide 
experience in claim field, discussed 
claims and their settlement before the 
monthly meeting of the Boston Life & 
Accident Claim Association. 
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of agency managers of California-West- 
ern States Life in Sacramento. 





Schedule Several Meetings 
of Chicago Groups 


Thomas Lane, president Indiana Per- 
sonnel Association, will speak Feb. 1 at 
a meeting of the Group Supervisors 
Division of the Chicago Association of 
Life Underwriters on “Personnel Prob- 
lems in War Time.” 

Louis Behr, Equitable Society, an- 
nounced a meeting of the advisory coun- 
cil will be held Feb. 4. 

Miss Louise Mercier, agent of Union 
Central Life at Kankakee, IIl., will ad- 
dress the Women’s Division at a meet- 
ing Feb. 2 on time control methods and 
direct mail circulation. 

Personnel problems and time saving 
devices will be discussed at the annual 
meeting of the Life Agency Cashiers 
Jan. 26. Leading discussion of person- 
nel problems will be K. W. Kennedy, 
Great-West Life, and E. B. Brownson, 
New York Life, and of time saving de- 
vices, Jack Radford, PrudentiaJ, and 
Alice C. Beedy, National Life & Acci- 
dent. President J. H. Brennan of the 


Chicago association will be guest 
speaker. 

Paid membership of the Chicago as- 
sociation Dec. 31 was 2,148, R. R. 


Reno, Jr., Equitable Society, member- 
ship chairman, reported. The objective 
by June 30 is 2,200. C. Howes, 
Berkshire Life, is co-chairman in charge 
of division A and E. M. Berger, Pru- 
dential, co-chairman heading division 
B, in the drive. 


McConney Would Guarantee 
Security But Spur Initiative 


DES MOINES—E. M. McConney, 
vice-president of Bankers Life of Des 
Moines, speaking before the Des 
Moines Life Underwriters Association 
on “Life Insurance Looks Ahead,” ad- 
vocated a world in which an individual’s 
security is guaranteed and _ simultane- 
ously his private initiative and enter- 
prise stimulated. Mr. McConney said: 

“We like to think that the post-war 
world will be one in which government 
undertakes not only to provide some 
minimum of security against the vicissi- 
tudes of economic life, but also to 
stimulate more forcibly than ever a 
wide dispersion of initiative, a vigorous 
spirit of enterprise and a large amount 
of innovation. 

“In such a world our primary func- 
tion is to preserve effectively the secur- 
ity of the family when the breadwinner 
is no longer here. 

“What there is for us in the years 
ahead is unpredictable. We can only 
be prepared with all the experiences, 
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the arts and the thoughts we can 
muster. There can be no looking back 
to the dead past, for the future lies 
with those who look forward.” 

He said life men are increasing their 
efforts to show the public that the free 
enterprise of life insurance cooperates 
willingly with the government in pro- 
moting the general welfare of the pub- 
lic and the war effort. 





Program for Three-Day 
Minn. Institute Announced 


_MINNEAPOLIS — A program de- 
signed to give the registrants something 
of the social, economic and psychologi- 
cal background of life insurance has 
been tentatively completed for the three- 
day institute to be held at the Univer- 
sity of Minnesota March 1-3, sponsored 
by the Minnesota Association of Life 
Underwriters. 

The economics sermon by university 
faculty members, will hold up among 
other things public vs. private insurance 
on the opening day, March 1. The so- 
ciology section, March 2, will include 
historical trends in social insurance; fac- 
tors in the quest for social security, such 
as the trend away from individual to 
group security, and new areas for in- 
surance protection. 

The concluding session, March 3, will 
deal with the practical side of life insur- 
ance, presented by such leaders in the 
business as Holgar J. Johnson, presi- 
dent Institute of Life Insurance; W. R. 
Jenkins, sales director Northwestern 
National Life, and Robert Pendergast. 
Subjects to be taken up include market 
research polls; selection of sales staffs 
and building and maintaining staff 
morale. 

Dean Field, St. Paul, and Frank Brun- 
kow, Minneapolis, are in charge for the 
state association. 





Bread and Butter Business 
Best Bet, Baker Advises 


ST. PAUL—“Bread and butter busi- 
ness”—sale of small and moderate-sized 
policies—continues to offer life insurance 
salesmen their best chance of success, H. 
A. H. Baker, assistant general manager 
and superintendent of agencies of Great- 
West Life, told the St. Paul Life Under- 
writers, Inc., at the January luncheon 
meeting. 

“Don’t misunderstand me; I believe in 
advanced underwriting but you cannot 
make a success by specializing in the 
so-called ‘high-brow’ business,” Mr. 
Baker said. “It is better for the agent, 
in my opinion, to write many small and 
moderate-sized policies than one or two 
large cases.” 

He said many agents are prone to get 
an inferiority complex when they hear 
or read about big group or annuity cases. 
“Their natural reaction is to ask why 
they can’t get some of this big stuff, but 
they fail to realize that a great deal of 
time and energy must be put on these 
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cases, with no assurance that anything 
will come of it.” { 

Mr. Baker cited the case of a consist- 
ent million dollar producer who gets 
most of his business from small policy- 
holders. on ; 

“Take the big stuff in stride when it 
comes your way but don't specialize in 
it, is my advice,” he said. By sticking 
to the fundamentals in the sale of life in- 
surance the average agent will fare 
much better than by flirting with those 
types of business that have a fleeting 
yogue. ; 

Referring to the life insurance situa- 
tion in Canada in wartime, Mr. Baker 
said it is pretty much on a plane with 
that in this country. Army business 
does not account for the success of the 
business in Canada; it amounts to only 5 
percent of the total volume being writ- 
ten, he said. There will this year be a 
staggering surplus of cash in this coun- 
try and it is up to life insurance agents 
to get their share of it, he added. 


Tenn. Sales Conference Planned 


The annual sales conference of the 
Tennessee Association of Life Under- 
writers will be held in Nashville, March 
19, with the Nashville association as 
host, President James E. Fly, Reliance 
Life, announced, following a meeting of 
the executive committee of the state 
association. The fact that such a large 
part of the membership of the state or- 
ganization is in Nashville influenced the 
decision to go ahead with the meeting. 


Wichita, Kan.—It was voted to change 
the constitution and by-laws to provide 
for monthly rather than semi-monthly 
meetings for the duration, with a reduc- 
tion in dues. 

A sales presentation on “Package 
Selling’ was given by Howard E. Diller, 
assisted by Al Hammell, both of John 
Hancock Mutual. 

Little Roeck— The association has 
adopted the use of soldiers and sailors 
life insurance inventory card to assist 
members of the armed forces in arrang- 
ing their life insurance on entering the 
service. 

Northern New Jersey—George P. Shoe- 
maker, general agent in New York City 
of Provident Mutual Life, will guest 
speak at the luncheon meeting in New- 
ark, Jan. 18, on “Modern Sales Slants.” 

Abilene, Tex.—J. Harold Sharpe, Gen- 
eral American, Fort Worth, president 
Texas association, spoke on “Life Insur- 
ance as a War Industry.” Brooks Glover, 
General American, was elected secretary- 
treasurer to succeed D. M. Henry, Jeffer- 
son Standard Life, who has gone into 
war service. 


Minneapolis — Commendation of the 
Minneapolis association for “outstanding 
service” in promoting sale of war bonds 


is contained in a letter to Ellis J. Sher- 
man of Northwestern National, the presi- 
dent, from Arthur D. Reynolds, Minne- 
sota war savings administrator. He 
especially cited E. H. Keating of Equi- 
table Society and J. Walker Godwin of 
Northwestern Mutual. 

Springfield, Mo. President Norval 
Pierce led a discussion of federal and 
state inheritance and estate taxes. As a 
result of the interest aroused in the 
subject, it was decided to hold a meeting 
each Friday evening for the next four 
weeks in the office of Secretary E. E. 
Bullock, manager of National Life & 
Accident, with Mr. Pierce as leader in 
tax discussion. 

Peoria, I11l—C. C. Luce, manager Pe- 
oria branch Retail Credit, will talk on 
“Why Inspections?” at luncheon meeting 
Jan. 21. 


Cincinnati—James FE. Rutherford, ex- 
ecutive vice-president of the N. A. L. U., 
will address the Jan. 21 meeting on “Life 
Insurance Goes to War.” This meeting 
will be the “Annual Leaders Award” 
Session at which each agency leader in 
volume and in lives for 1942 will be pre- 
sented with a certificate of award by 
the General Agents & Managers Asso- 
clation. Wives of the leaders have been 
invited as guests. 
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Buffalo—Karl H. Kreder, manager at 
Chareloi, Pa., for Metropolitan Life, will 
be the featured speaker at the luncheon 
meeting Jan. 22, on “Marching to Glory.” 

John Pennington, program chairman, 
anticipates a record turnout to hear Mr. 
Kreder as a result of the large increase 
in Metropolitan members in the associa- 
tion. Mockford R. Washer, manager of 
the Iroquois district agency of Metropoli- 
tan in Buffalo, will introduce the speaker. 
President Tower C. Snow will preside. 

Pittsburgh—G. Harold Moore, Pitts- 
burgh president and general agent of 
State Mutual Life, addressed the Wash- 
ington, Pa., branch at a supper meeting 
Wednesday on “Where to Find Them.” 
He will appear at a luncheon meeting 
of the Butler branch Friday and next 
Thursday will address the luncheon 
meeting at New Castle. 

Cleveland—George N. Wade, Pennsyl- 
vania state senator and general agent of 
the Ohio National Life in Harrisburg, 
Pa., will speak Jan. 21. 

San Franciseco—The women’s division 
honored Mrs. Stella Gibbs, head of the 
women’s department of California-West- 
ern States Life, with a farewell tribute 
and gift. Mrs. Gibbs is now in Portland, 
Ore., where she will assist Pacific North- 
west agency managers in developing 
women’s units. Last year she was chair- 
man of the women’s committee of the 
San Francisco Life association and a 
speaker at the sales congress. 

Boston—Yielding to the exigencies of 
wartime economy, luncheons will be held 
every other menth in the future instead 
of monthly, with the next luncheon 
meeting about Feb. 26. With so many 
former meeting places taken over by the 
government, Secretary Coogan is search- 
ing the town to find facilities for stag- 
ing his next luncheon, which draws from 
300 to 500 at each gathering. 

Cedar Rapids, Ia.—Earl M. Schwemm, 
Chicago manager of Great-West Life, 
spoke on “What’s Wrapped Up in a Life 
Insurance Policy.” 

Dallas—-Waiter W. Head, president of 
General American Life, was the featured 
speaker, being introduced by Dennis G. 
Coldwell, agency manager. Due to his 
train being very late he was met at 
Terrell by E. E. Dale, agency supervisor, 
who brought him to Dallas, with police 
escort after reaching the city limits to 
hasten his arrival at the meeting. He 
did not reach the meeting until about 
1:30 and, in the meantime, the Rev. 
George W. Truett gave an impromptu 
talk in which he eulogized Mr. Head, 
whom he has known for many years. 

John A. Monroe, Jr., Great Nationa! 
Life, was elected national committeeman 
of Dallas Association, filling out the un- 
expired term of Ricks Strong, now in 
the Marine Corps. 








A. & H. Added to Life Policy 

Security Mutual Life of Binghamton 
has brought out a new “essential dis- 
ability” contract to be sold concurrently 
with life insurance. It provides up to 
$50 weekly disability benefit for accident 
and sickness. It gives five years cover- 
age for any one accident or sickness. 
Though indemnity is for total disability 
only, house confinement is not required 
for either accident or sickness. 

The weekly disability indemnity for 
preferred risks may not exceed $10 for 
each $1,000 face amount of life insurance 
concurrently purchased and maintained. 
The disability coverage may be sold in 
combination with any of its standard 
life policies, except term or single pre- 
mium, on examined male lives, ages 18 





through 54, subject to underwriting 
rules. 
The new contract waives the usual 


probationary period for sickness and 
goes into effect immediately. The short- 
est exclusion period is two weeks. 
limb and eye loss schedule and a pro- 
vision for identification indemnity are in- 
cluded and after the policy has been 
in force three years it is incontestable as 
to time of origin of sickness. The con- 
tract may be written with riders provid- 
ing hospital, nursing and surgical op- 
eration indemnities. 





Discuss Women A. & H. Agents 


The Pittsburgh Association of Acci- 
dent & Health Underwriters held a spe- 


cial meeting to discuss gasoline ration- 
ing and means of recruiting women to 
take the place of men agents who have 
gone into defense plants and the armed 
forces. 

Ross F. Roberts, Loyal Protective, 
president of the association, said that 
in the matter of women recruits his 
organization is willing to take those 
who have had previous business experi- 
ence and train them for underwriting. 


Behrens Shows Beveridge 
Plan Inapplicable in U. S. 


(CONTINUED FROM PAGE 2) 


as respects the varying aspects of life. 
It is this patchwork of concessions 
which the Beveridge report now at- 
tempts to weld into a consistent and 
homogeneous whole with certain further 
provisions for freedom from want due 
to contingencies not previously provided 
for. It is a continuation of the same old 
system with some additional benefits and 
with a simplified method of paying for 
them. Whether these extended provi- 
sions for freedom from want will enable 
Britain to continue what to us in Amer- 
ica must seem like an antiquated system 
of industrialism is something that we 
cannot and need not decide. Suffice it 
to say that the author of the report evi- 
dently believes that it will do so. 

“Freedom from want is a_ catchy 
phrase. It may mean many different 
things to different individuals or na- 
tions. After all, want is a relative term. 
If the British workman had all the 
things in the way of earnings, retirement 
provisions, low cost of hospital and simi- 
lar insurance that the American work- 
man has, he would consider himself 
quite free from want. He would be glad 
to exchange all of the provisions of the 
Beveridge report and much more than 
these for the freedom from want of the 
American worker in factories, mines and 
offices. The additional benefit of freedom 
of opportunity which is ours in Amer- 
ica is something almost entirely un- 
known to him. Vice versa, if an Amer- 
ican were asked to exchange what he 
has in this country for what the Bever- 
idge report offers, together with British 
earning levels, he would feel that he 
had been insulted. 





FINANCIAL STATUS 





“It may be helpful to illustrate the 
difference in the level of the financial 
position of British and American work- 
ers by quoting some of the provisional 
post-war rates of benefits recommended 
by the Beveridge report. In case of dis- 
ability a man with a wife not gainfully 
occupied and without children would re- 
ceive a benefit of $8.08 per week at the 
present official rate of exchange between 
the pound and the dollar. If his wife 
is gainfully occupied the benefit is re- 
duced to $4.85 per week. A single man 
or woman would receive $4.85 per week. 
A married woman gainfully employed 
would receive $3.23 per week. These 
few figures will give some idea of the 
scale on which the Beveridge report is 
predicated_and will clearly bring out the 
difference between what would be con- 
sidered freedom from want in Britain 
and the basis which the average Amer- 
ican would consider freedom from want. 

“We have in this country in lieu of 
the ‘freedom from want’ premise what 
we call social security. That term with 
all that it imples is much nearer the ob- 
jective for which the American strives. 
He assumes that under the American 
industrial system he will have opportu- 
nity to earn sufficient income to raise 
his family and to buy the various forms 
of insurance against contingencies which 
may impair his ability to earn. He buys 
his own life insurance, accident and 
health insurance, and hospital benefits. 
He buys them directly or through trade 
or labor associations. Federal social 
security benefits in this country were 
intended to cover those contingencies 


against which the individual cannot very 
well protect himself, principally the 
ability to retire from active work after 
reaching a certain age. But even these 
benefits he takes pride in buying on a 
mass basis with his own contribution 
and the contribution of his employer, 
which latter in the last analysis also is 
his contribution. He does this not with 
the idea of depending entirely on social 
security payments, but views it rather 
as a minimum to which, by his own 
thrift, he will add materially. There is 
the difference not only in objectives but 
also in the viewpoint of the average 
American as distinguished from his 
3ritish cousin. 

“If there is anything in the Beveridge 
report which would be helpful to this 
country, it would be only as a consider- 
ation by the states as distinguished from 
the national government. Even if this 
thing were to be approached from the 
standpoint of freedom from want, there 
is still a great difference between the 
definition of want in the slums of New 
York and on the Texas plains. A plan 
that would fit the one would be gro- 
tesque as respects the other. The prob- 
lem of our agricultural states is quite 
different from that of a densely popu- 
lated industrial area. A statutory pro- 
vision for payment of disability benefits 
to a cotton picker in Georgia would 
hardly be suitable to a middlewestern 
farmer. It is for this reason that in this 
country workmen’s compensation laws 
have been passed by the states. They 
are state affairs and each state has de- 
cided what basis of benefits are best 
suited to the local conditions. The same 
is true of unemployment benefits to some 
degree. It may well be that conditions 
in certain backward states are such that 
they should review their situation to im- 
prove those conditions or if they take 
the defeatist attitude that they cannot 
be improved, then there may be some- 
thing of interest in the Beveridge report. 
I doubt that such conditions exist in any 
of our states. 

“T have already referred to the fact 
that the defeatist approach of the Bev- 
eridge report is entirely foreign to 
American tradition. To the American 
mind the benefits under the plan are 
largely in the nature of a dole. An at- 
tempt is made to gloss over the dole 
aspect of the suggested benefits by pro- 
viding for contributions from all classes 
of the population of Britain. This is 
the feature that attempts to have this 
thing appear as something that a self- 
respecting citizen of Britain may accept 
without shame. Whether it will do so 
or not, we are unable to judge. But I 
give it as my opinion that it will not 
appear other than a dole to the average 
American citizen. While it is true that 
contributions are to be made by all 
workers and by employers where such 
exist, the fact is that the Beveridge plan 
provides for a third contributor, namely, 
the government. The estimates submit- 
ted in the report indicate that the gov- 
ernment’s contribution to the benefits 
provided will begin at something over 
50 percent of the total cost and, there- 
after, over a 20-year period, will increase 
to over 60 percent of the cost. It is, 
therefore, not unfair to say that this 
thing is at least a 50 percent dole prop- 
osition, and if there is such a thing as 
political pressure it may ultimately be- 
come 100 percent. This is the price that 
the industrialist in Britain apparently is 
willing to pay for the continuation of 
the system and wage levels now in ex- 
istence there. Presumably too it is what 
the average Englishman is willing to ac- 
cept for continuing to work under the 
present system and wage levels. 


COST TERRIFIC 


“The cost of any such dole as pro- 
vided in the Beveridge report with bene- 
fits more nearly approaching American 
standards would run into many billions 
of dollars—my guess is well over 15 bil- 
lion per year, and that is only a guess 
and probably a conservative one. It 
would mean draining 7 billion dollars 
more a year from the earnings of citizens 
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and an additional increase in taxes of 
not less than 8 billion a year, and from 
there on up. These guesses are intended 
to cover benefits for the entire nation. 
If the thing is to be considered individ- 
ually by the states, and that would seem 
to be the proper way to do it for reasons 
already explained, then, according to the 
estimates of the Beveridge report itself, 
the contribution of a state of say 10 mil- 
lion people would be approximately 
$500,000,000 per year and in addition to 
that there would need to be the con- 
tribution of its citizens of nearly the 
same amount. If the benefits of the plan 
were increased to American standards by 
way of a 50 percent increase in benefits, 
the cost of such a plan to Illinois would 
be well over $1,000,000,000 a year. 


Would Reduce Earnings 


“To get down to the heart of this 
thing, there may be some way to make 
a modified Beveridge plan workable if 
American earnings and wages were re- 
duced to those in Britain. Bringing them 
down to that level might very easily 
make a freedom from want program de- 
sirable. But I have no doubt that the 
average American would much rather 
continue at present earning levels and 
pay his way for the insurance that he 
can buy including his purchase of social 
security as we understand it in this coun- 
try rather than to reduce his earnings 
and his standard of living. Americans 
want not the freedom of a dependent 
but the freedom of opportunity and the 
American level of earnings. America’s 
entire industrial and social system 1s 
predicated on that fact. We or our 
ancestors came to this country because 
ef opportunity and because of the sys- 
tem which gives opportunity and we 
are not going to be mesmerized into 
going back under a system which to 
avoid we have made many sacrifices.” 


National Life Has 
Impressive Record 


(CONTINUED FROM PAGE 3) 

more than $26,000,000 of FHA 
loans. These investments which are di- 
rectly concerned with the war, exceed 
by $6,000,000 the 1942 premium income. 


Surplus Up $300,000 


The general surplus totaled $12,043,- 
657 including contingency reserve of 
$2,000,000. That is an increase of $299,- 
880 for the year. 

Provision for federal income taxes is 
included in the liabilities at $221,787. 

National Life has completed foreclos- 
ure on 49 FHA section 203 loans or 
.28 percent of. those purchased. Out 
of an investment of $299,298 in these 
loans, National Life has _ recovered 
$105,561 cash, $184,800 debentures and 
$13,728 claim certificates. Four section 
207 loans have been foreclosed. On 
three, National Life received $2,394,250 
debentures and the application for de- 
bentures on the fourth is approved for 
$660,600. The debentures give 3 per- 
cent or 234 percent interest depending 
on the date the loan was insured and 
all are guaranteed as to principal and 
interest by the government. 

There are 186,954 insurance contracts 
in force. The reserves aggregated 
$154,100,623, an increase of $6,693,021. 


Annuity Contracts 


There were 15,230 annuity contracts 
outstanding. Reserves for all annuities 
aggregated $45,894,569 or an increase of 
$2,296,821. There was introduced a 
special margin of safety amounting to 
$400,000 beyond the valuation basis 
previously employed for all immediate 
life annuities issued prior to Jan. 1, 
1935, This was done because of in- 
creased longevity of annuitants and low 
interest rates. The reserves for supple- 
mentary contracts not involving life 
contingencies totaled $19,340,056. The 
dividend rate for 1943, Mr. Brigham 
observed, represents a slight modifica- 
tion embodying a small reduction in in- 
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terest rates. That was necessary because 
of the liability for a heavy federal in- 
come tax, on the basis of current experi- 
ence and a conservative appraisal of the 
current trends. There has been set up 
$3,916,232 for dividend payments. 


Western & Southern 
Year's Program 
Is Reviewed 


Charles F. Williams, president West- 
ern & Southern Life, announced at the 
annual meeting that despite the troubled 
times, the company had made very sub- 
stantial progress last year. It now has 
more insurance in force than any other 
Ohio life company, he said. Insurance 
in force amounts to $1,173,678,440, in- 
crease $90,055,922 during the year. As- 
sets are $221,087,000, increase $17,738,- 
000. Capital and surplus totals $28,- 
816,000. 


Company Well Safeguarded 


Mr. Williams in reviewing the com- 
pany’s progress during last year, stated 
that every possible protection had been 
provided for policyholders. The com- 
pany, he added, is in a stronger posi- 
tion today than ever before in its en- 
tire history. He paid tribute to the 
members of the field force and the 
home office staff now serving in vari- 
ous branches of the armed forces 
throughout the world. : 

It is the privilege and duty of every- 
one to exert himself to the utmost to 
assist the government in every possible 
wa} during this emergency, he asserted. 
Mr. Williams said that the holdings in 
government bonds by the company in- 
creased $20,581,033 during 1942 and 
now totals $101,815,674. Purchase of 
government securities last year ex- 
ceeded the increase in assets, he de- 
clared. 

In reference to the outlook for busi- 
ness in 1943, Mr. Williams was very 
optimistic. “The vast increase of pur- 
chasing power in the hands of the pub- 
lic and the restrictions of many types 
of consumer goods,” he stated, “will 
place added emphasis on thrift and en- 
courage prospective policyholders to se- 
cure the necessary protection they need 
for the welfare of their families.” 


Experts Judge Advertising 
“Exhibits by Mail” 


(CONTINUED FROM PAGE 3) 
closely, and members cooperated en- 
thusiastically so that the exhibits com- 
pared fav orably in numbers and quality 
with those of former annual meetings. 

The association will hold sectional 
round tables in various cities where there 
are located a number of member com- 
panies. Exhibits which have been 
awarded certificates of excellence in the 
nine separate classifications under which 
they competed will be assembled in book 
form for display at the round tables, and 
insofar as practicable will be made avail- 
able later for study by member com- 
panies. 

The first showing will be at the East- 
ern Round Table at New York City at 
an early date. It is planned to conduct 
a series of exhibits of award winning 
contributions through a sampler service 
throughout the year. 

In making awards the judges selected 
three in those classifications where there 
were four or more entries. Two were 
selected when only three were submitted 
and one when but two members com- 
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peted for the same distinction. Where 
only one exhibit was submitted in a 
classification, no award was made. 

None of the Des Moines companies 
were eligible to compete. The four 
judges restricted each company to three 
of the nine classifications open to com- 
petition. 

The awards were: 

SWEEPSTAKES WINNERS — GROUP 
ONE, Monarch Life; GROUP TWO, Ex- 
celsior Life; GROUP THREE, Franklin 
Life; GROUP FOUR, Provident Mutual. 

1. Material for Motivation of Agents 
—GROUP ONE, Monarch Life, Sun Life 
of Baltimore, Northern Life, Canada. 
GROUP TWO, Business Men’s Assurance, 
Midland Mutual. GROUP THREE, Berk- 
shire, California-Western States, Ohio 
National. GROUP FOUR, State Mutual, 
Connecticut Mutual, Penn Mutual. 

2. Prospecting and Pre-Approach Ma- 
terial—GROUP ONE, Occidental, Pres- 
byterian Ministers’ Fund. GROUP TWO, 
Shenandoah, Midland Mutual, Union 
Mutual. GROUP THREE, Pan-American, 
Dominion. GROUP FOUR, Acacia Mu- 
tual, Massachusetts Mutual, Provident 
Mutual, 


Prestige Building Awards 


and Good Will Builders— 
Girard, Presbyterian Min- 
isters’ Fund, Sun Life of Baltimore. 
GROUP TWO, Excelsior, Union Mutual. 
GROUP THREE, National Life & <Acci- 
dent. GROUP FOUR, John Hancock, New 
England Mutual, Great-West. 

4, Sales Presentation Material— 
GROUP ONE, Provident Life & Accident, 
Standard of Indiana, National Life, Can- 
ada. GROUP TWO, Pilot, Volunteer 
State. GROUP THREE, California-West- 
ern States, Northwestern National, Ohio 
National. GROUP FOUR, Jefferson 
Standard, Mutual of New York, North- 
western Mutual. 

5. Publications to 
ONE, Home Beneficial, Monarch, Provi- 
dent Life & Accident. GROUP TWO, 
3usiness Men’s Assurance, Shenandoah, 
Excelsior. GROUP THREE, Berkshire, 
Country Life, Franklin. GROUP FOUR, 
New York Life, Provident Mutual, Mu- 
tual of New York. 


Policyholder Relations Winners 


6. Policyholder Relations Material— 
GROUP ONE, Monarch, Provident, United 
States. GROUP TWO, (No awards). 
*ROUP THREE, Imperial of Canada. 
National Life & Accident. GROUP 
FOUR, Massachusetts Mutual, State Mu- 
tual, Penn Mutual. 

7. Insurance Journal Advertising— 
GROUP ONE, Girard, Provident Life & 
Accident, Standard of Indiana. GROUP 
TWO, Business Men’s Assurance, North- 
ern, Security Mutual. GROUP THREE, 
Berkshire, Franklin, National Life & 
Accident. GROUP FOUR, John Hancock, 
Provident Mutual, Prudential. 

8. Magazine Advertising — GROUP 
ONE, (No Awards). GROUP TWO, (No 
Awards). GROUP THREE, Northwestern 
National, Franklin. GROUP FOUR, John 
Hancock, Mutual of New York, Pruden- 
tial. 

9. Newspaper Advertising —GROUP 
ONE, Northern of Canada, GROUP TWO, 
Shenandoah. GROUP THREE, Southland, 
Imperial of Canada. GROUP FOUR, 
Jefferson Standard, Great-West, Mutual 
of Canada. 


3. Prestige 
GROUP ONE, 


Agents—GROUP 


The Accident & Health Bulletins help 
get business. For information write 
420 E. Fourth St., Cincinnati. 


OCD Worker Benefits 
Are Presented 


(CONTINUED FROM PAGE 6) 


are to be payable at a rate bearing the 
same ratio to total disability benefits as 
the partial disability bears to total. A 
beneficiary who is totally disabled and 
who requires the full-time services of 
an attendant may receive an additional 
allowance of not more than $50 a 
month. A burial benefit of as much as 
$100 is payable, also. Suitable adjust- 
ments in benefits shall be made to take 
account of workmen’s compensation or 
similar payments provided by any goy- 
ernmental jurisdiction. Survivor  bene- 
fits payable under this expanded pro- 
gram are the same as those under the 
original program for civilian war bene- 
fits. 

Neither disability nor survivor bene- 
fits under this emergency program will 
create any vested rights. Among other 
provisions, the authorization specifies 
that benefits are not payable to persons 
living outside the United States, Alaska, 
Puerto Rico and the Virgin Islands; to 
aliens and dependents of aliens who 
are in the employ of a foreign govern- 
ment; to persons and dependents of 
persons in military establishments of 
the United States or of any foreign 
government; to persons eligible for 
benefit for the same cause under the 
U. S. Employes’ Compensation Act, as 
amended. 

Incomplete figures indicate that there 
have been about 50 deaths and about 
500 accidental injuries among civilian 
defense workers, although the latter fig- 
ure undoubtedly does not include minor 
injuries. There has been no system for 
reporting such accidents. There are 
about 8,000,000 in civilian defense work, 
about 6,500,000 being air raid wardens, 
1,000,000 plane watchers and _ about 
500,000 civilian pilots, etc. 

Extensive plans are being made by 
the OCD for providing catastrophe 
medical service for industrial plants. 


Capt. M. F. Auden, assistant actuary 
of Confederation Life, now on active 
service overseas, has been promoted to 
major. 


Paty PE an 
MANAGEMENT 
ENGEL 
REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


‘BIRMINGHAM, ALABAMA 
































SPECIAL BENEFITS 


The Waldorf-Astoria pays immediate dividends in spe- 
cial benefits. Those pleasant extra touches—personalized 
service, the best in food, complete comfort—continue to 
delight insurance men year after year. That’s why they 
make The Waldorf their headquarters. It serves living 


needs so well, and business purposes too, on any occasion. 


THE WALDORF-ASTORIA 


PARK AVENUE ¢ 49TH TO 50TH * NEW YORK 
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QUESTIONS 


Check the questions that you want answered 
when you buy business paper advertising. 






























Advertisers, Agencies and Publishers 
decide the standards and methods 
for measuring circulation. A. B. C. 
reports give verified information and 
are available to all advertisers. 











ANSWERS 


For the answers, refer to the following 
paragraphs in A.B.C. reports. 


(] How much paid circulationP . . . . . . . « « See Paragraph No.8 
(] How much unpaid circulationP . .. . . . . «. Sée Paragraph No.8 





[_} What is the business or occupational analysis of subscribers? See Paragraph No. 10 


[] Where does the circulation go? ° 

[_] What do readers pay for the publication? 

[] How is the circulation obtained? . . . .... 
[_] What is the duration of subscriptions? 

[] How many subscribers in arrearsP . .... . 
(] What is the renewal percentageP . . . . . . 

[_] How many subscriptions and sales in bulk? 


See Paragraph No. 11 
. See Paragraph No. 12 
. See Paragraphs Nos. 15, 16 and 17 
. See Paragraph No. 19 
. See Paragraph No. 21 


. See Paragraph No. 
See Paragraph No. 


22 
26 











SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptrons and renewals, as 
defined by A.B.C. standards, indicate 
a reader audience that has responded 
to a publication’s editorial appeal. 
With the interests of readers thus 
identified, it becomes possible to 
reach specialized groups effectively 
with specialized advertising appeals. 











— is no guesswork or speculation about media selection and 
space buying when advertisers make their decisions with the help 
of the reports issued by the Audit Bureau of Circulations. The facts 
and figures reported are verified by experienced auditors who make 
an annual audit of the circulation records of all A.B.C. publisher mem- 
bers. Guided by this information, advertisers can evaluate media 
intelligently, apply media to markets accurately and invest advertis- 
ing money with the assurance that they will get what they pay for. 
Alwaysask for A.B.C. reports when you buy business paper advertising. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations ABE} Ask for a copy of our latest A. B. C. report 


A. B. C.=AUDIT BUREAU OF CIRCULATIONS= FACTS AS A MEASURE OF CIRCULATION VALUES 
































DONT try to 


“Easiest 


The 
WATT 
Life Chart 


ANanoxat Unoerweirer PuBLication 


Only Book 
. of its kind, showing 


Settlement Option 
Incomes! 


UESS in 1943! ( 
Have the ANSWERS Handy! 


to all those puzzling questions cc costs watt) 


Get your OWN PERSONAL Copy of 








It positively gives you “MORE on Settlement Options, 
Cash and Retirement Values, Premium Rates, Policy 
Points, War Clauses and on All other Current, Important 
Subjects. (*Analytical proof sent on request). 








Guessing can be 
very expensive 


and pays well 


The New (943 “Little Gem” 


To Meet Today's Conditions — You Must Have UP-TO-DATE Facts! 








Partial Table of Contents 


Settlement Option Incomes in detail—for both Current 
Contracts and for Old Contracts. Over 300 indexed 
tables, covering nearly all business in force today. 


Cash Values, including at “retirement ages’—55, 60 
and 65. Covers over 1000 ordinary contracts. Also the 
Incomes Payable from these values. 


Special Programming Section of some 60 pages—one- 
third more than any other. 


Annuities—Immediate and Retirement. 
Juvenile Insurance—Rates, Values, etc. 
Industrial Contracts, Rates and Values. 


Rates of Interest Earned — also Rates Payable on 
Proceeds. 


“Direct-Reading” SOCIAL SECURITY benefits — the 
answer, without computation. 


Policy Provisions and “Practice” (for over 160 com- 
panies). 


Premium Rates at All Ages (for over 2700 contracts). 
Retirement Contracts, Costs, Values, etc. 
Disability and Double Indemnity and Term. 


“Net Cost — Net Payment” Illustrations with detailed 
summaries. 


The details on numerous “Special” Contracts. 


WAR CLAUSES — special treatment, up-to-date at 
time of delivery. 


Financial and Business Reports — 20 items for over 
225 companies — for 4 years. 


Kept UP-TO-DATE — Supplemented weekly by “The 
er ee Underwriter” and monthly by the “Insurance 
alesman.” 


Many Changes — Millions of New Prospects! 


War and related problems have caused widespread changes 
in all of the many subjects covered by the Little Gem. Further- 
more, there is now a tremendous “new market” of people who 
are “protection conscious”—but at the same time know little of 
life insurance. With the new Little Gem you can get them to 
place a higher value on life insurance and also back up your 
statements with the conviction and power of impartial authority. 


Makes You More Effective — Thereby Saving Time! 


The New Little Gem will help you to emphasize the strong 
points of your proposition—often enabling you to close on the 
spot. It takes accurate, immediate answers to convince today’s 
prospects. Use the New Little Gem to save your time and theirs 
—for time is your money. 


The SURE Strategy — Use It! 


The safest, sanest, surest selling strategy in the world is to 
know one’s business so well that you can give definite informa- 
tion with the assurance and enthusiasm that go with thorough 
familiarity—then nothing can surprise, confuse, or shake you. 
With the Little Gem you have the information you need. Order 
yours today! 


Mail this Coupon for Yours NOW! 


Quantity Prices 








Take Advantage of the "Little Gem's" 
BROADER Coverage. Order Yours Now! 


Single Copy $2.50 

3 to 5 Cop. 2.25 ea. 
6 to 99 Cop. 2.00 ea. 
100 Copies 1.85 ea. 
250 or More 1.75 ea. 


*Note* 


All prices are based 
on the quantity or- 
dered at one time. 
Single copies (but 
only singles) may be 
ordered on approval. 
Larger orders are 
NOT RETURNABLE 
for credit. 








Company 
Address 


Mail to The National Underwriter Company 


Statistical Division 


New 1943 "LITTLE GEM" | 


Bill me at prices shown herewith after delivery in April. 


420 East Fourth St. 


Cincinnati 

















